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INTRODUCTION TO THE TEN YEAR INDEX 


DAN SCHENDEL 
Editor 





It seems only a short while ago that Igor Ansoff, Derek 
Channon and I sat down with representatives of John 
Wiley & Sons to discuss formation of what has now 
become the Strategic Management Journal. As you 
can imagine, there were a great many uncertainties to 
consider, among them whether the field would gener- 
ate sufficient manuscripts to fill a quarterly journal. 
As this ten year index attests, whatever fears we had 
about the productivity of the field were unfounded. 
Not only did we fill a quarterly journal, we are now 
publishing eight issues in 1990, our eleventh volume 
(and not represented here), and one special issue. And 
soon, as we enter our twelfth year, we will announce 
details of a second “special” issue to complement the 
one we now publish. What started as 400 pages of pub- 
lication per year, will soon reach over 1000 pages per 
year. On behalf of my two co-editors, Igor Ansoff, 
now “retired” to harder work than ever in Southern 
California, and Derek Channon, who has also shown 
his vigor with new assignments and responsibilities in 
the UK, I want to express the joy we feel at being able 
to publish a ten year index of the papers we have pre- 
sented in the SMJ. 

Part of our joy comes from the opportunity to have 
worked with so many authors, those well established, 
those publishing their first papers, those from outside 
our field, and all who have contributed to the develop- 
ment and shaping of the field. We could have no jour- 
nal without the authors, and to them, all listed herein, 
must go our thanks and appreciation for their consider- 
ation in allowing us to review and select their papers 
for publication. No journal can be any better than the 
papers it receives to review and publish, and whatever 
we have accomplished as a journal is owed in large 
measure to the authors whose work is cited in these 
pages. Our overriding goal for the SMJ is to be the 


journal of first choice for authors writing in the strate- 
gic management field. We hope all of the authors we 
have published, and all who wil! contribute to the field, 
share our goal and help make it a reality. The SMJ 
really belongs to those who fill its pages, it is for them 
that it is edited and published, but we all benefit from 
their work. 

As an editor, I know the important work that refer- 
ees do, for the SMJ, and for the authors, in helping us 
be certain that the work we publish, at the time we 
publish it, is the best there is, and that it is work that 
contributes to the advancement of our field. There 
have been so many who have served on our editorial 
board over these ten years, and others who have 
helped us from time to time with their special exper- 
tise and insight. We have listed them all in our pages 
over the years, and I wish space permitted us to cite 
them again. Neither is there enough space here to 
thank them properly. Let me try, though, to say again 
that they are essential to our journal and to our field, 
and I hope every reader of the SMJ takes whatever 
chance he or she has to thank our referees for impor- 
tz. i, and unfortunately, anonymous work they do for 
all of us. 

The contents here really speak for themselves. Just a 
word, however, on the three parts of this index. The 
first part, the longest, contains an alphabetical listing of 
authors, the title of their paper, the issue in which it 
appeared, and a copy of the Summary of their pub- 
lished paper. This first part represents the core to which 
the remaining two sections are pointed. The second 
section lists all of the authors who have contributed to 
the ten volumes of the SMJ. It is a long and distin- 
guished list. I hope all of the authors are as proud as I 
am to be listed in such distinguished company. 

The third section is less straightforward than the 
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first two, as it attempts to provide a subject index for 
the papers. I had never done such an index before, and 
such work is nothing if it is not tedious. And it is never 
complete, and certainly not perfect. To those of you 
who use it we hope you will find it useful as a working 
part of your research efforts. We wanted to be as com- 
prehensive as our imaginations and background per- 
mitted, but I am sure some of you will find omissions 
and oversights. Please forgive these. We can only hope 
the index as a whole is of value to you. I am sure as 
you use it you will discover as I have, what a rich range 
of subjects the journal has covered in its first ten years. 

The index especially benefitted from the help of our 
doctoral students in strategic management at the 
Krannert Graduate School of Management, Purdue 
University, who helped me work with the index and 
the construction of all of the material of the index. Tim 
Schoenecker took the lead in seeing to many hours of 
work with databases, word processors, and overseeing 
the construction of the index itself. He was aided by 
Hemant Merchant in important ways. Others who have 
read and offered comments include Filip Caeldries and 





Urs Daellenbach. To these students and their col- 
leagues go my thanks, and my hope and expectation 
that I will see their names as authors when the next 
index is published. 

Finally, I must thank Mary Lou Schendel for her 
contributions, not just for this index, but for all of the 
work she has done over every page, every day, every 
issue and every volume of the SMJ. Without her, the 
SMJ would not be what it is, and those of you who 
have worked with her know her as I do. She does all of 
that work with great cheer, great diligence and compe- 
tence, and almost limitless patience, and never without 
kindness and consideration of all around her. Just 
think, I have had all of that help for nearly 35 years of 
marriage, and if you think about it, you know how 
lucky I have been to have had that kind of partner those 
many years. And, many more to come. All of us thank 
you Mary Lou! 

We hope this ten year index is of value to you and 
your work. Please continue to help us make the second 
ten year index an even greater chronicle of the devel- 
opment of our field. 


Strategic Management Journal, Voi. 11, Index Issue (1990) 
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CONTENTS, VOLUME 1-10, 
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Aaker, David A. and George S. Day 
The Perils of High-Growth Markets 
Vol. 7, No. 5, September-October, 1986, 409-421 


The conventional wisdom that business should invest 
in growth markets is based upon the assumptions that, 
in the early phase of a growth market, share gains are 
easier and worth more, the experience curve will lead 
to advantage, price pressure will be low, needed access 
to the technology will result and future entries will be 
deterred. These assumptions are examined and six 
major types of growth market risks are discussed. 
Finally, conditions which should be present if an early 
entry into a growth market is attempted are identified. 


Ackoff, Russell L. 
On the Use of Models in Corporate Planning 
Vol. 2, No. 4, October-December 1981, 353-359 


No summary given 


Aharoni, Yair, Zvi Maimon and Eli Segev 


Interreiationships between Environmental Depend- 
encies: A Basis for Tradeoffs to Increase Autonomy 


Vol. 2, No. 2, April-June 1981, 197-208 


General managers of large industrial plants in Israel 
were asked to evaluate the effects of environmental 
dependencies on their freedom of action. It was found 
that most segments of the environment were perceived 
as homogeneous—affecting the firms’ autonomy in 
similar ways. Different components of government, 
however, were perceived as having conflicting inter- 
ests both within the segment and with other segments 
of the environment. When a segment of the environ- 


ment is heterogeneous, it is possible that managers use 
a tradeoff strategy, in which pressures generated by 
one component of the environment can be used as a 
means to reduce pressure of the other components. 


Ajami, Riad A. 


Determinants of Attitudes Toward Multinational 
Firms: Host Arab Society Elites 


Vol. 1, No. 3, July-September 1980, 193-208 


Indigenous elites provide the crucial linkages between 
their domestic societies and the international econom- 
ic order. The study attempts a measurement of the 
weight or salience of five personal variables to the pro- 
cess of attitude formation toward multinational firms 
among host Arab society elites. These variables are: (1) 
nationalism, (2) internationalism, (3) economic ideolo- 
gy, (4) confidence, and (5) satisfaction in direct per- 
sonal contact. It is hypothesized that these variables 
will have influence upon an elite’s attitude toward ° 
multinational firms. The result of the empirical study 
points out that an elite internationalism orientation, 
economic ideology preference, and satisfaction in 
direct personal contact with multinational firms will 
positively influence attitudes towards multinational 
firms (MNFs). 


Amit, Raphael 
Cost Leadership Strategy and Experience Curves 


Vol. 7, No. 3, May-June 1986, 281-292 


Investing in cost leadership by rapidly riding down the 
experience curve is a common way to establish a firm’s 
competitive advantage. Its success depends, in part, on 
the factors that underlie the experience curve. In this 
paper we make the distinction between cost declines 
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that occur at any point in time and cost declines that 
may occur over time. This leads us to consider a 
revised experience concept in which the dynamic inter- 
relationship between a firm’s production rate, cumula- 
tive production and unit cost is explicitly considered. 
We provide a detailed analysis of various scale-learn- 
ing relationships and their strategic implications for 
establishing competitive advantage through an invest- 
ment in cost leadership. We also prove analytically 
that such investment should take place only in the 
presence of learning. 


Amit, Raphael, Ian Domowitz and Chaim 


Fershtman 


Thinking One Step Ahead: The Use of Conjectures in 
Competitor Analysis 


Vol. 9, No. 5, September-October 1988, 431-442 


An assessment of opponents’ reactions to strategic and 
functional area policy decisions is shown to require 
knowledge concerning opponents’ beliefs about the 
firms’ behavior. This study introduces a methodology 
for incorporating such conjectures into the business 
planning process. It presents an analytical measure for 
these conjectural variations and discusses several illus- 
trations. Examples of the application of the framework 
are provided by the Japanese flat glass industry and the 
U.S. domestic coffee roasting industry. The use of a 
broad range of conjectural variations in competitor 
analysis is discussed, and implications for business 
strategy formulation are highlighted. 


Amit, Raphael and Joshua Livnat 


Diversification Strategies, Business Cycles and 
Economic Performance 


Vol. 9, No. 2, March-April 1988, 99-110 


Two major diversification strategies of firms are exam- 
ined: diversification into related businesses and diver- 
sification into unrelated businesses. The first strategy 
attempts to exploit operating synergies. In the second, 
the firm attempts to gain financial benefits from its 
ability to increase leverage due to a greater stability of 
cash flows. The study utilizes a large sample of firms 
to assess empirically the benefits and costs of these 
two diversification strategies by developing a new 
measure of diversification across business cycles and 
economic sectors. This new measure is compared with 
Berry-Herfindahl type measures of total diversifica- 





tion and recent measures of diversification into related 
businesses. The results indicate that pure financial 
diversification is associated with (a) more stable cash 
flows, i.e. lower operating risk; (b) increased levels of 
leverage; and (c) lower profitability. These observa- 
tions are in accord with the theory. We also reaffirm 
that firms which diversify into related businesses have, 
on the average, higher profitability than non-diversi- 
fied firms, although these results are not always statis- 
tically significant. 


Ansoff, H. Igor 
Strategic Issue Management 
Vol. 1, No. 2, April-June 1980, 131-148 


The paper presents a systematic approach for early 
identification and fast response to important trends and 
events which impact on the firm. Two versions of such 
an approach are described: a strong signal and a weak 
signal strategic issue management system. Strategic 
issue management, which responds to signals in ‘real 
time’, is compared to periodic strategic planning, and 
criteria for choice among the three are proposed. 


Ansoff, H. Igor 
The Emerging Paradigm of Strategic Behavior 
Vol. 8, No. 6, November-December 1987, 501-515 


Several apparently conflicting empirically tested the- 
ories have been advanced as explanations of strategic 
behavior. This paper suggests that the theories differ 
because they were based on observations of organi- 
zations in different environmental settings. The paper 
proposes a paradigmic framework which legitimizes 
and accommodates the respective theories. 


Arcelus, Francisco J. and Norbert V. Schaefer 


Social Demands as Strategic Issues: Some Conceptual 
Problems 


Vol. 3, No. 4, October-December 1982, 347-357 


We argue that business firms are faced with new and 
changing social demands, and that it will be advanta- 
geous to the firm to treat the social demands as strategic 
issues. However, responding to these social demands 
strategically requires the application of new managerial 
concepts and techniques. In this paper we extend con- 
ceptually the lead-lag methodology of Ackerman and 
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Bauer (1976), developed to deal with the evolutionary 
nature of social demands. Then we describe the prob- 
lems of measurement, uncertainty and lack of common 
units of measures that have to be overcome before the 
responses to the social demands can be included in the 
strategic planning and budget process. 


Armstrong, J. Scott 


The Value of Formal Planning for Strategic Decisions: 
Review of Empirical Research 


Vol. 3, No. 3, July-September 1982, 197-211 


A review of research from organizational behavior 
supported the guidelines by corporate planners: that is, 
use an explicit approach for setting objectives, gener- 
ating strategies, evaluating strategies, monitoring 
results, and obtaining commitment. To determine 
whether these findings could be applied to strategic 
decision making in organizations, a review was made 
of all published field research on the evaluation of for- 
mal planning. Formal planning was superior in 10 of 
the 15 comparisons drawn from 12 studies, while 
informal planning was superior in only two compar- 
isons. Although this research did not provide sufficient 
information on the use of various aspects of the plan- 
ning process, mild support was provided for having 
participation by stakeholders. Formal planning tended 
to be more useful where large changes were involved, 
but, beyond that, little information was available to 
suggest when formal planning is most valuable. Future 
research should assess the formal planning process, 
the situation in which it is used, and its effects on the 
total system. 


Armstrong, J. Scott 


The Value of Formal Planning for Strategic Decisions: 
Reply 


Vol. 7, No. 2, March-April, 1986, 183-185 


Response to Foster’s comment on an earlier paper. 


Arthur, Henry B. 
Making Business Ethics Useful 
Vol. 5, No. 4, October-December 1984, 319-333 


Strategic management cannot ignore the place of 
applied business ethics in organizational planning and 
decision making. This article establishes some of the 
aspects that make business ethics unique, together with 
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the necessary steps for making them an effective con- 
tributor to business performance. The focus is upon 
applied business ethics—patterns of conduct. The use- 
fulness of business ethics is discussed in terms of its 
dependence upon the total objectives of the firm, the 
identification of relationships and interests of affected 
parties in the relevant environment, and the recognition 
of the need for consensus and for positive implementa- 
tion procedures. These structural requirements and 
constraints constitute a system through which effec- 
tive action can be attained as management addresses 
the various moral, social and human elements with 
which business ethics has to deai. In this paper the 
author is not presuming to offer substantive answers to 
all, or even a few, of the ethical dilemmas and conflicts 
that business firms (or anyone else) cannot escape. 
Instead, what is proposed is a pragmatic approach out- 
lining a path that can help to determine where we are, 
who is involved, what are the options, what are the 
dimensions and parameters of the problems in a busi- 
ness context, so that ethical issues (even those where 
uniquely ‘right’ answers are unattainable) can be treat- 
ed with intelligence and fairness. 


Baba, Yasunori 


he Dynamics of Continuous Innovation in Scale- 
Intensive Industries 


Vol. 10, No. 1, January-February 1988, 89-100 


This paper attempts to explain why some industries 
succeed in dematuring by formulating the generation 
and utilization of new technologies into a continuous 
process. By reference to the performance of Japanese 
scale-intensive industries (i.e. automobile and con- 
sumer electronics durables), the analysis provides a 
theoretical foundation for the proposition that a certain 
type of positive-sum game played among a variety of 
market entrants generates specific ‘inter-group dynam- 
ics’ (hyper-learning process). In this industrial climate 
the firms’ inclinations towards offensive management 
and product-cum-process innovation has resulted in 
the coupling of continuous innovation and industrial 
evolution. 


Balakrishnan, Srinivasan 
The Prognostics of Diversifying Acquisitions 
Vol. 9, No. 2, March-April 1988, 185-196 


The paper offers a possible explanation for the discrep- 
ancy between the observed increase in the number of 
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diversified firms in the U.S. and the evidence from 
finance studies which at best offers only weak support 
for value creation in diversifying acquisitions. It is 
argued that the acquisition could be the culmination of a 
series of related strategic moves by the acquiring firm to 
enter a new industry, and therefore a significant fraction 
of the gains from synergy could have been anticipated 
by the capital market well ahead of the acquisition. 
Results from an event study of the stock market’s reac- 
tions to the antecedents of the recent acquisition of Rolm 
Inc. by IBM lend support to this argument. 


Balakrishnan, Srinivasan and Birger Wernerfelt 


Technical and_ Vertical 


Integration 


Change, Competition 


Vol. 7, No. 4, July-August, 1986, 347-359 


This paper starts with a survey of the received theories 
of vertical integration. We then extend these theories 
by arguing that while uncertainty in general will make 
integration more effective, a particular type of uncer- 
tainty, the possibility of technological obsolescence, 
works the other way. After making this point at a con- 
ceptual level, we build a model to study how the fre- 
quency of technological change interacts with the 
intensity of competition to influence the optimal level 
of integration. The predictions of the model are then 
tested and very strongly supported by data from 93 
industries. 


Balkin, David B. and Luis R. Gomez-Mejia 


Toward a Contingency Theory of Compensation 
Strategy 


Vol. 8, No. 2, March-April 1987, 169-182 


This paper develops several propositions that link com- 
pensation strategy and the effectiveness of the com- 
pensation system. The underlying argument is that 
effectiveness at realizing intended pay strategies 
depends significantly on the existence of a match 
between compensation strategies, organization and 
environment. These propositions are tested in a sample 
of 33 high tech and 72 non-high tech firms or business 
units in the Boston Route 128 area. Respondents are 
managers responsible for compensation policies in 
these firms or business units. The relationships among 
compensation strategies, organization characteristics 
and environment are explored. The findings may help 
researchers conceptualize, and practitioners manage, 





the relationship between reward processes and strategy 
in organizations. 


Bane, W. T. and Franz-Friedrich Neubauer 


Diversification and the Failure of New Foreign 
Activities 


Vol. 2, No. 3, July-September 1981, 219-233 


The paper describes a quantitative investigation into 
the role of diversification in the failure of new foreign 
manufacturing activities based upon some of the 
results of the Harvard/CEI Comparative Multinational 
Enterprise Project. These results are related to the for- 
eign subsidiaries of 69 of the largest continental 
European multinationals and show a considerable com- 
pany-to-company spread in the rate of failure. Nearly 
half of this spread can be accounted for by the differing 
diversities of the companies when diversity is mea- 
sured in relation to the marketing characteristics of the 
products manufactured and when the balance between 
the differing marketing categories is taken into 
account. The rate of foreign subsidiary expansion is 
also significant. 


Bantel, Karen A. and Susan E. Jackson 


Top Management and Innovations in Banking: Does 
the Composition of the Top Team Make a Difference? 


Vol. 10, Special Issue, Summer 1989, 107-124 


The relationship between the social composition of top 
management teams and innovation adoptions was exam- 
ined in a sample of 199 banks. The following character- 
istics of top management teams were examined: average 
age, average tenure in the firm, education level, and het- 
erogeneity with respect to age tenure, educational back- 
ground, and functional background. In addition, the 
effects of bank size, location (state of operation), and 
team size were assessed. Results indicate that more 
innovative banks are managed by more educated teams 
who are diverse with respect to their functional areas of 
expertise. These relationships remain significant when 
organization size, team size, and location are controlled 
for. 


Barnes, James H. Jr. 


Cognitive Biases and Their Impact on Strategic 
Planning 


Vol. 5, No. 2, April-June 1984, 129-137 











Subjective judgements by planners and managers are a 
major component in the process of strategic planning. 
If such judgements are faulty, efforts at better strategic 
plans are likely to be misdirected. This paper discusses 
those biases which appear common to both managers 
and planners when they make judgements about risk. 
Implications of biased judgement are discussed in a 
planning context. Although we still do not know the 
best ways to elicit judgements, the paper concludes 
with a discussion of subjective sensitivity analysis 
which appears to offer some hope. 


Barney, Jay B. 


Returns to Bidding Firms in Mergers and Acquisitions: 
Reconsidering the Relatedness Hypothesis 


Vol. 9, Special Issue, Summer 1988, 71-78 


Recent work has suggested that mergers or acquisi- 
tions between strategically related firms will generate 
abnormal returns for shareholders of bidding firms. 
Empirical evidence on this hypothesis has been mixed. 
The relatedness hypothesis is refined by arguing that 
relatedness is not a sufficient condition for acquiring 
firms to earn abnormal returns. Rather, only when bid- 
ding firms enjoy private and uniquely valuable syner- 
gistic cash flows with targets, inimitable and uniquely 
valuable synergistic cash flows with targets, or unex- 
pected synergistic cash flows, will acquiring a related 
firm result in abnormal returns for the shareholders of 
bidding firms. 


Bart, Christopher K. 
Product Strategy and Formal Structure 
Vol. 7, No. 4, July-August 1986, 293-312 


This article presents the findings of clinically based 
research which investigated the relationship between 
strategy and formal structure at the product level in 
five diversified consumer packaged goods firms. The 
findings establish that this relationship is severely con- 
strained. The article also suggests how firms “accom- 
modate” when unable to match organizational structure 
with product strategy. 


Barreyre, P. Y. 


The Concept of ‘Impartition’ Policies: A Different 
Approach to Vertical Integration Strategies 


Vol. 9, No. 5, September-October 1988, 507-520 
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The inverse of vertical integration, ‘impartition’, is 
defined as an entrepreneurial behavior which consists 
in casting other firms (partners) for different parts of its 
overall system of activities. A firm imparts when, in 
order to allocate its own resources to activities more 
congruent with its strategic objectives, it contracts out 
instead of doing in-house. This concept also involves a 
cooperative attitude towards partners for a mutual prof- 
it based on external synergies. The developed pattern 
has a large range of applications: subcontracting, proxy 
agreements, agency contracts, international production 
sharing, product mandating, franchising, licensing and 
a growing number of intangibles. The use of the impar- 
tition leverage may amplify the strategic power of a 
firm and its capacity for fast growth. In response to 
severe worldwide competition and accelerating tech- 
nological and social changes, four overall principles 
underlie an impartition policy: high turnover, organi- 
zational flexibility, strategic mobility and external syn- 
ergies. In conclusion the author insists on the necessity 
of mastering the art of resources management. 


Barton, Sidney L. and Paul J. Gordon 
Corporate Strategy and Capital Structure 
Vol. 9, No. 6, November-December 1988, 623-632. 


The basic thesis of this exploratory investigation was 
that a corporate strategy perspective may complement 
the traditional financial paradigm in explaining capital 
structure in large U.S. corporations. Earlier fusion of 
strategic and financial literature led to a series of 
propositions antecedent to this work. Inclusion of 
Rumelt’s diversification categories plus elsewhere val- 
idated financial contextual variables led to hypotheses 
for the present study. Results suggest a managerial 
choice perspective may help to explain the capital 
structure choice at the firm level of analysis. 


Bateman, Thomas S. and Carl P. Zeithaml 


The Psychological Context of Strategic Decisions: A 
Model and Convergent Experimental Findings 


Vol. 10, No. 1, January-February 1989, 59-74 


Strategic decision-makers typically are involved in a 
series of incremental decisions, each affected by a vari- 
ety of contextual factors. This paper develops a model 
of the psychological context of strategic decisions and 
reports two experiments. First, students made reinvest- 
ment decisions faced with success or failure feedback 
on a past decision, high or low perceived organ- 
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izational slack, and decisions framed to depict a posi- 
tive or negative future outlook. All three variables had 
main and interactive effects. Second, managers made 
similar decisions in a related experimental design. 
Results confirmed and extended the initial findings. 
Implications and directions for future research are 
discussed. 


Bateman, Thomas S. and Carl P. Zeithaml 


The Psychological Context of Strategic Decisions: A 
Test of Relevance to Practitioners 


Vol. 10, No. 6, November-December 1989, 587-592 


A number of authors argue that research in the organi- 
zational sciences must produce results that are both 
rigorous and relevant. These results should go beyond 
the obvious, yielding unexpected variation in our 
understanding of organizational phenomena. A recent 
paper published in this journal reported the results of a 
laboratory experiment examining the effect of several 
psychological influences on strategic decisions. This 
note reports the results of a survey in which execu- 
tives and MBA students were asked to predict the 
results of the experiment. Although the respondent pre- 
dictions were consistent, their overall set of predic- 
tions was inaccurate. 


Baysinger, Barry D. and Richard W. Woodman 


Dimensions of the Public Affairs/Government 
Relations Function in Major American Corporations 


Vol. 3, No. 1, January-March 1982, 27-41 


The public affairs/government relations (PA/GR) 
function appears to be growing in importance in large 
corporations. A survey of the 500 largest U.S. indus- 
trial concerns was undertaken to ascertain their views 
and practices with regard to the PA/GR function. 130 
of the 163 firms responding to the survey have a for- 
malized PA/GR function in place. Survey data sup- 
ports the idea that top corporate decision makers are 
allocating significant staff and decision making 
authority to the PA/GR function and that this activity 
differs significantly from the traditional lobbying and 
public affairs activities of the past. 


Bazzaz, Shawki J. and Peter H. Grinyer 


Corporate Planning in the U.K.: The State of the Art in 
the 70s 


Vol. 2, No. 2, April-June 1981, 155-168 





The paper reports the major descriptive results of a 
study of corporate planning in 48 U.K. companies in 
the mid-1970s. Introduction of corporate planning 
clearly quickened in the 1970s. The number of spe- 
cialist corporate planners tended to be small and was 
correlated with company size. Responsibilities of plan- 
ners varied between operating companies, divisions, 
and the corporate parent company. Corporate planners 
had widened the scope of their plans since the late 
1960s, made fairly extensive use of written documents 
and procedures, and often used a high number of 
sophisticated techniques for forecasting and evalua- 
tion, but their use of documents and techniques was far 
from uncritical. The extent of planning varied between 
types of companies. 


Beatty, Randolph P. and Edward J. Zajac 


CEO Change and Firm Performance in Large 
Corporations: Succession Effects and Manager Effects 


Vol. 8, No. 4, July-August 1987, 305-317 


This paper argues that the succession/performance 
relationship is a function of two distinct, complemen- 
tary concepts: manager effects and succession effects. 
Hypotheses are tested using a cross-sectional /longitu- 
dinal research design, with a sample of 209 large cor- 
porations. The results suggest that announcements of 
CEO changes are typically associated with a reduction 
in the value of the firm, as reflected in the perceptions 
of the stock market, and that CEO successors tend to 
significantly influence the production and investment 
decisions of their firms. These results hold for both 
insider and outsider succession. 


Bettis, Richard A. 


Performance Differences in Related and Unrelated 
Diversified Firms 


Vol. 2, No. 4, October-December 1981, 379-393 


This paper investigates performance differences (in 
terms of ROA) between related and unrelated diversi- 
fied firms. Two regression models of performance are 
estimated using a sample of 80 firms. Performance dif- 
ferences are associated with advertising expenditures, 
accounting determined risk, research and development 
expenditures and capital intensity. The models suggest 
that research and development expenditures are an 
important determinant in the performance advantage 
enjoyed by related diversified firms. 





Bettis, Richard A. and C. K. Prahalad 


The Visible and the Invisible Hand: Resource 
Allocation in the Industrial Sector 


Vol. 4, No. 1, January-March 1983, 27-43 


The standard economic analysis holds that resource 
allocation in the industrial sector is primarily a market 
process operating through the capital markets. The cur- 
rent political resurgence of free market economics has 
popularized this approach. Contrary to this approach 
the authors demonstrate that: (1) trends in the size, 
diversity and administrative complexity of firms; (2) 
structural features of the capital markets; and (3) the 
emergence of the state as a major source of capital in 
developed countries imply that internal organizational 
and political/ideological considerations are also vital to 
understanding resource allocation in the economy. 


Bettis, Richard A. and David Weeks 


Financial Returns and Strategic Interaction: The Case 
of Instant Photography 


Vol. 8, No. 6, November-December 1987, 549-563 


The purpose of this paper is to examine the use of 
shareholder returns to study the impact of complex 
strategic interactions that involve a sequence of moves 
by competing firms. The paper seeks to begin to build 
a bridge between the capital asset pricing model of 
modern financial theory and competitive strategy. 
Competition in instant photography is used as an 
example. Results demonstrate how shareholder returns 
and changes in market risk (B) can be associated with 
both overall strategies and specific competitive moves. 


Birley, Sue 


The Role of New Firms: Births, Deaths and Job 
Generation 


Vol. 7, No. 4, July-August 1986, 361-376 


The contribution of both new and small firms towards 
economic recovery is now universally accepted as sig- 
nificant. What is still unclear, however, is the extent of 
that contribution, particularly with regard to the new 
firm. Despite this, governments at all levels, federal, 
state and country, have designed strategies for fostering 
entrepreneurial activity. With little specific knowledge 
of the target population, these strategies have been either 
general in nature or based on economic theory, and, as a 
consequence, little is known about whether they have 
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been effective in affecting the natural process, and in 
what geographic locations. This research studied the 
whole population of new firms started in St. Joseph 
County, Indiana, between 1977 and 1982. It was con- 
cerned with both birth and death patterns, and the net 
new jobs generated. The results confirmed the general 
findings of others that new firms play a significant role 
in job generation. Over the period, the number of jobs 
created by a new firm was a consistent 2.9 percent of the 
total number of jobs in the industrial sectors studied. 
Moreover, this exceeded the 1.75 percent of jobs lost 
through firms withdrawing from the labour market. 
Within this, activ :*ty in both firms and jobs wus found to 
be centered in only a few SIC categories, and the results 
of this research suggest that simple tests of volatility 
and gain will help to focus strategic plans for aid on 
those sectors where the natural process is already gener- 
ating the most new jobs. 


Birnbaum, Philip H. 


Political Strategies of Regulated Organizations as 
Functions of Context and Fear 


Vol. 6, No. 2, April-June 1985, 135-150 


Data from representative privately owned profit-mak- 
ing, privately owned non-profit and publicly owned 
non-profit organizations are used to determine differ- 
ences in influence strategy and whether organizational 
context (e.g., size, dependence) and fear are signifi- 
cant explanatory variables for variation in influence 
strategies across industries. Extending ‘power-depen- 
dence theory’ to conditions of vertical interdependence 
between regulated organizations and regulatory agen- 
cies, the present study finds support for the hypotheses 
that context has a significant positive effect on infor- 
mation based influence strategies, but no significant 
effect on pressure strategies of influence. Further, fear 
of government retaliation is found to be related nega- 
tively to information based influence strategies and 
related positively to pressure strategies. Implications 
for further theoretical development and private and 
public policy are drawn. 


Blois, K. J. 


The Structure of Service Firms and Their Marketing 
Policies 


Vol. 4, No. 3, July-September 1983, 251-261 


There is a growing interest in understanding the way in 
which firms’ marketing and manufacturing policies 
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interact. The studies carried out so far have almost 
entirely concerned themselves with goods-producing 
organizations. However this paper suggests that these 
studies also provide useful insights into the problems 
faced by service firms in organizing themselves effi- 
ciently. Furthermore it suggests that a distinctive prob- 
lem faced by such firms is that adaption of their 
organizations may have a significant effect upon con- 
sumers’ perceptions of the service they offer. The paper 
first outlines some investigators’ views of the link 
between marketing and manufacturing and follows this 
by discussing the concept of ‘production’, ‘delivery’ 
and ‘consumption’ of services. A brief consideration of 
the pressures for change which particularly impinge 
upon service firms precedes a discussion of the prob- 
lems, and apparent contradictions, which are linked with 
the concepts of standardization and personalization of 
services. The paper concludes with three examples of 
the issues discussed. 


Boal, Kimberly B. and John M. Bryson 


Representation, Testing and Policy Implications of 
Planning Processes 


Vol. 8, No. 3, May-June 1987, 211-231 


Various ways to represent planning processes to test and 
draw policy implications from them are presented. We 
argue that three kinds of variables should be included: 
context, process and outcome. Four different models 
which incorporate these three variables are proposed, 
and data from a large public sector planning study are 
fitted to these four models. The findings suggest that 
the process-outcome link is the key to understanding 
the effectiveness of planning resources. 


Bourgeois, L. J., III 
Performance and Consensus 
Vol. 1, No. 3, July-September 1980, 227-248 


Top management consensus on corporate objectives and 
on the competitive weapons employed to attain them 
was studied in 12 non-diversified public corporations. It 
was found that while agreement on both is associated 
positively with economic performance, agreement on 
means is significantly more important—in fact, agree- 
ment on goals without agreement on means correlates 
with poor performance. This suggests that strategy mak- 
ers should concentrate on reaching consensus concern- 
ing means rather than ends (corporate goals) when 
formulating strategies for single-mission enterprises. 





Bourgeois, L. J. II and David R. Brodwin 


Strategic Implementation: Five Approaches to an 
Elusive Phenomenon 


Vol. 5, No. 3, July-September 1984, 241-264 


The traditional textbook approach to strategy imple- 
mentation was to treat ‘implementation’ as an activity 
following ‘formulation’. Usually, the topic was treated 
as a question of organization design, where systems 
and structures were manipulated in concert with strate- 
gic goals. More recent views treat implementation 
either as an issue of gaining prior group commitment 
through coalitional decision-making, or as a question 
of total organizational involvement through a strong 
corporate culture. This paper reviews the evolution of 
these approaches, developing four models to charac- 
terize them, and suggests a fifth one, with strategy 
emerging in an almost-implemented form from within 
the firm. 


Bracker, Jeffrey S., Barbara W. Keats and John N. 
Pearson 


Planning and Financial Performance Among Small 
Firms in a Growth Industry 


Vol. 9, No. 6, November-December 1988, 591-603 


This paper examines the relationship between plan- 
ning process sophistication and the financial perfor- 
mance of a select group of small firms in a growth 
industry. Multivariate analysis of variance is used to 
identify statistically significant differences between 
firms that employ sophisticated plans and those that do 
not. The results support previous research on strategic 
planning and financial performance. 


Bracker, Jeffrey S. and John N. Pearson 


Planning and Financial Performance of Small, Mature 
Firms 


Vol. 7, No. 6, November-December 1986, 503-522 


This article develops a classification scheme of plan- 
ning process sophistication in small firms, categorizes 
small firms according to planning process sophistica- 
tion, and examines the relationship between planning 
process sophistication and the financial performance of 
a select group of small, mature firms. The study over- 
comes several methodological shortcomings of prior 
research on strategic planning and firm performance. 
Multivariate analysis of variance is used to identify 








statistically significant differences between the finan- 
cial performance data of firms that employ structured, 
strategic plans and those that do not. The results con- 
firm previous research on strategic planning and finan- 
cial performance. Finally, recommendations are made 
for future research. 


Brady, Gene F., Robert M. Fulmer and Donald L. 
Helmich 


Planning Executive Succession: The Effect of 
Recruitment Source and Organizational Problems on 
Anticipated Tenure 


Vol. 3, No. 3, July-September 1982, 269-275 


This study examines the anticipated tenure of the 
chief executive officer (CEO) from the incumbent’s 
point of view. An analysis of approximately 1500 
questionnaires returned by corporate presidents 
reveals that anticipated tenure is generally little 
affected by whether the CEO is recruited from within 
or from outside the organization. However, under 
conditions of formalized succession planning and 
when confronted with specific problems, such as 
modernizing operations, mandates to increase sales 
and merger operations, there exist differences in 
anticipated tenure between inside and outside recruit- 
ed CEOs. These differences are discussed in terms of 
their implications to corporate level succession plan- 
ning. 


Bresser, Rudi K. F. 
Matching Collective and Competitive Strategies 
Vol. 9, No. 4, July-August 1988, 375-385 


This paper discusses possibilities for combining col- 
lective and competitive strategies. Combinations can 
be problematic if competitive intentions are disclosed 
through the information links resulting from collective 
strategies. After describing how different collective 
strategies may lead to an uncontrolled disclosure of 
strategic information, a typology evaluating the feasi- 
bility of strategy combinations is developed. The typol- 
ogy’s implications for research and managerial practice 
are discussed. 


Bromiley, Philip and Alfred Marcus 


The Deterrent to Dubious Corporate Behavior: 
Profitability, Probability and Safety Recalls 


Vol. 10, No. 3, May-June 1989, 233-250 


Ten Year Index Issue, 1980-1989 11 


In response to findings of abnormal stock market reac- 
tions following such dubious corporate behaviors as 
bribery, fraud, and the production of hazardous prod- 
ucts, some researchers have argued that the stock mar- 
ket reaction is a sufficient deterrent to these behaviors 
so that additional regulation is not necessary. In this 
paper we examine stock market returns as a deterrent 
to dubious behavior in the production of defective 
automobiles. Relying on a broader range of assump- 
tions about managerial behavior than are used in pre- 
vious studies, we question the efficacy of the market as 
an instrument of social control. 


Bryson, John M. 


A Perspective on Planning and Crises in the Public 
Sector 


Vol. 2, No. 2, April-June 1981, 181-196 


Five diagrams indicate how crises open up five differ- 
ent kinds of ‘opportunity space’. Expanded opportuni- 
ty spaces involve, in effect, a relaxation of the ‘normal’ 
constraints around decision-making in governmental 
systems. Their perspective may allow for better pre- 
diction of crises, better choices during crises, and 
greater stability in solutions to crises. 


Buhner, Rolf 


Assessing International Diversification of West 
German Corporations 


Vol. 8, No. 1, January-February 1987, 25-37 


While product diversity has primarily attracted strate- 
gic management scholars, this paper examines the per- 
formance of corporate international diversification 
from a market point of view. The results indicate that 
in a highly industrialized, but relatively small, West 
German market, companies going abroad create share- 
holder wealth. 


Burgelman, Robert A. 


Managing the New Venture Division: Research 
Findings and Implications for Strategic Management 


Vol. 6, No. 1, January-March 1985, 39-54 


The New Venture Division (NVD), an important orga- 
nizational innovation to facilitate corporate 
entrepreneurship, so far has been used with mixed suc- 
cess. Systematic differences in terms of administrative 
processes, strategy-making and participants’ orienta- 
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tion create problems in the interfaces between the 
NVD and the rest of the corporation. Top management 
should realize that the NVD is a design for ambiguity. 
It should take steps to provide an adequate structural 
context for new venture activities, and to create a pro- 
cess for determining the strategic context of such activ- 
ities in the corporation. 


Burgess, Arthur R. 


The Modelling of Business Profitability: A New 
Approach 


Vol. 3, No. 1, January-March 1982, 53-65 


Various methods are in use for the ‘top down’ assess- 
ment and comparison of the future profitabilities of 
businesses. The most advanced is the PAR equation of 
the PIMS programme, which combines quantitative 
evaluations of the average effect of various business 
characteristics on profitability. However it is not a true 
model in the OR sense being essentially a linear regres- 
sion equation. The proposed new approach is a first 
attempt to combine the characteristics in a way which 
models the bargaining of customers with suppliers who 
are in competition for the supply of a bulk product. 
All the constants in the resulting non-linear equation 
(called 5C) are meaningful in marketing or production 
terms. The model is in a preliminary non-optimized 
state, but seems to offer opportunities for ongoing 
development. It is in this spirit that it is offered for 
discussion. 


Burton, Richard M. and Thomas H. Naylor 
Economic Theory in Corporate Planning 
Vol. 1, No. 3, July-September 1980, 249-263 


The microeconomic theory of the firm encompasses 
Classical marginal analysis and modern operations 
research techniques. Yet, one finds a paucity of explic- 
it application of microeconomics to corporate plan- 
ning. In this paper we explore the reasons for the 
seeming void and develop an economic theory of cor- 
porate planning. Our main thesis is that received 
microeconomic theory focuses on answers, and 
answers stated in non-operational terms. Nonetheless, 
economic theory asks questions of central importance 
to the strategic choices of the firm. These questions 
arise from economic theory and the fundamental 
notion of trade-offs. We develop a microeconomic the- 
ory of strategic search for corporate planning. The 





theory is used to develop important questions and effi- 
cient search in lieu of chaotic and random search. 


Butler, John E. 


Theories of Technological Innovation as Useful Tools 
for Corporate Strategy 


Vol. 9, No. 1, January-February 1988, 15-29 


Three theories of technology and innovation: the 
product-process concept, the meta-learning concept, 
and the concept of technological interdependence, are 
used to relate technology and innovation to strategic 
management. This paper attempts to identify comple- 
mentary and unifying concepts to these theories, 
which are useful to strategic planners. Performance 
indicators, from the commercial airline industry, are 
used to illustrate how theoretical assumptions can be 
related to practical applications. Type of innovation, 
stage of development, learning at all levels, interde- 
pendence between technologies, and users’ expecta- 
tions all appear to play a role in the emergence of 
technologies and the rate of innovation 


Butler, Richard J. and Mick Carney 


Strategy and Strategic Choice: The Case of 
Telecommunications 


Vol. 7, No. 2, March-April 1986, 161-177 


This paper outlines a model of organizational strategy 
that takes into account both the task ambiguity and 
concentration of the environment. A competitive strat- 
egy, in the sense as used in classical economics, is 
most suitable with low task ambiguity and concentra- 
tion. When task ambiguity increases a shift to an inno- 
vative strategy can be expected. These latter two 
strategies, in particular, tend to impose institutional 
and regulatory constraints upon firms, an aspect that is 
seriously neglected in the conventional business policy 
and strategic management literature. This model is 
illustrated using the case of the British telecommuni- 
cations industry which has recently been subject to 
considerable regulatory and technical change. 
Implications for management are that strategy should 
be matched to environmental conditions as defined by 
task ambiguity and concentration. However, these 
dimensions are not fixed but enacted by firms in a par- 
ticular industry. Implications for government are that a 
more contingent approach to regulation and de-regula- 
tion needs to be considered. 
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Buzzell, Robert D. and Frederik D. Wiersema 


Modelling Changes in Market Share: A Cross- 
Sectional Analysis 


Vol. 2, No. 1, January-March 1981, 27-42 


The decision to build market share has major resource- 
allocation implications. To aid managers in assessing 
these implications, research was conducted to deter- 
mine general relationships between changes in market 
share and variables representing market strategies and 
competitive position. The research was based on mul- 
tiproduct, cross-sectional regression analyses and 
includes variables that are—or should be—treadily 
available to most businesses. 


Calori, R. and J. M. Ardisson 
Differentiation Strategies in ‘Stalemate Industries’ 
Vol. 9, No. 3, May-June 1988, 255-269 


Empirical studies conducted at the Institut de 
Recherche de |’Entreprise (Lyon, France) show that, in 
‘stalemate industries’ (cf. the BCG’s typology, 1981), 
differentiation strategies are effective and profitable 
alternatives to the usual strategic recommendations. 
The knowledge of customers’ behavior shows up sev- 
eral opportunities for differentiation, hidden by some 
kind of ‘strategic presbyopia’. Total quality or ‘zero 
default’ strategy (product quality regularity, punctual- 
ity of deliveries, quick response to unexpected orders, 
quick and correct answers to requests, short delivery 
times) is the major opportunity for differentiation. 
Such strategies are compatible with a low-cost posi- 
tion; excellent companies which succeeded in building 
this ‘total advantage’ (differentiation + lost cost) over 
their competitors enjoy the highest market share 
growth and profitability. 


Camerer, Colin 
Redirecting Research in Business Policy and Strategy 
Vol. 6, No. 1, January-March 1985, 1-15 


Because business policy research has primarily been a 
series of inductive generalizations of case studies, 
theories have been typically ambiguous and untested, 
and have not progressed swiftly. Deductive theoriz- 
ing, by contrast, yields clear, often non-obvious con- 
clusions that can be debated effectively and 
generalized slowly; so realism of current models can 
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be sacrificed for progress towards realistic future 
models. Deductive theorizing, with more attention to 
a game-theoretic definition of equilibrium and to 
recent ideas from economics, should be one new 
direction for policy research. Of course, these deduc- 
tive models will inevitably draw their inspiration 
from the richness of careful observation and exhaus- 
tive checklist-making that are the hallmarks of induc- 
tion. Specific avenues for new research are described, 
and the importance of teaching non-obvious theories 
is defended. 


Camerer, Colin and Ari Vepsalainen 
The Economic Efficiency of Corporate Culture 
Vol. 9, Special Issue, 1988, 115-126 


Corporate culture is a set of broad, tacitly understood 
rules which tell employees what to do under a wide 
variety of unimaginable circumstances. We explain 
how culture can be economical, and suggest when dif- 
ferent types of cultures will flourish. 


Camillus, John C. 


Reconciling Logical Incrementalism and Synoptic 
Formalism—An Integrated Approach to Designing 
Strategic Planning Processes 


Vol. 3, No. 3, July-September 1982, 277-283 


The advocates of logical incrementalism and synoptic 
formalism in strategic planning emphasize, respective- 
ly, the interactive and analytical dimensions of the 
planning process. This paper suggests a framework for 
designing planning processes that permits a symbiotic 
integration of both approaches. In particular, synoptic 
exercises scheduled at intervals of more than a year, 
with incremental exercises in the intervening years are 
recommended. 


Campbell, N. C. G. and M. T. Cunningham 


Customer Analysis for Strategy Development in 
Industrial Markets 


Vol. 4, No. 4, October-December 1983, 369-380 


This paper reports on concepts and techniques which 
have been developed for analyzing customers and 
used as an aid to assessing the strategic position of 
companies in industrial markets. The emphasis on 
supplier/customer relationships presented here 
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derives from the interaction approach to marketing 
and purchasing strategy. Many industrial markets are 
highly concentrated, and many companies develop in 
conjunction with key customers in a symbiotic rela- 
tionship, where strategy evolves as proposals made 
by either side are either accepted or rejected. To take 
account of this we propose a 3-stage framework for 
analyzing customers which builds on and transforms 
techniques traditionally used for an analysis of prod- 
ucts. The purpose of the analysis is to improve the 
allocation of scarce marketing and _ technical 
resources, to reappraise the company’s competitive 
position with different customer groups and to ensure 
that key relationships are managed effectively. 


Campbell, N. C. G. and K. J. Roberts 


Lanchester Market Structures: A Japanese Approach to 
the Analysis of Business Competition 


Vol. 7, No. 3, May-June 1986, 189-200 


Japanese consultants have used Lanchester’s military 
models to define monopoly, premium, duopoly, 
oligopoly and polyopoly market structures in which 
competitive conditions differ. These situations are 
investigated using the PIMS database. The findings 
refute the idea that monopoly and premium structures 
are more stable than the others. Instead movements 
between structures seem to follow a Markov process. 


Capon, Noel, james M. Hulbert, John U. Farley 
and L. Elizabeth Martin 


Corporate Diversity and Economic Performance: The 
Impact of Market Specialization 


Vol. 9, No. 1, January-February 1988, 61-74 


This paper introduces a market-based typology of cor- 
porate strategy, which builds on previous typologies 
(Rumelt 1974, 1982). We argue that, because different 
markets require different skills for success, firms 
which concentrate in one market area (consumer or 
industrial), at given levels of diversification, should 
achieve superior performance. Empirical tests with a 
sample of manufacturing firms support this proposed 
relationship between diversification strategy and finan- 
cial performance. 


Carman, James M. and Eric Langeard 
Growth Strategies for Service Firms 


Vol. 1, No. 1, January-March 1980, 7-22 





Two characteristics of service—intangibility of the 
offering and simultaneity of production and consump- 
tion—have important implications for strategic plan- 
ning. Four of these implications are described. Life 
cycle, experience, and market share, which are the 
usual determinants of profitability that provide guides 
for strategic planning are not easily applied to the ser- 
vice firm. Therefore growth strategies need to be 
revised. In its second part the paper suggests alterna- 
tive growth strategy paths for service firms. It brings 
forward three main remarks. First, the service firm 
should not overuse its delivery system and its image by 
attempting to serve the needs of too many sociodemo- 
graphic segments. Second, service development and 
concentric diversification are not sequential choices; 
the latter is not so distant from the former as may be 
commonly perceived. Third, expansion to out-of-coun- 
try markets represents a risk discontinuity; it should be 
approached by service firms with considerable flexi- 
bility and willingness to interact with different cul- 
tures. 


Chaganti, Rajeswararao and Rakesh Sambharya 


Strategic Orientation and Characteristics of Upper 
Management ~ 


Vol. 8, No. 4, July-August 1987, 393-401 


Every organization reflects the background of its most 
powerful top managers; what the organization does 
and the way it carries out its functions could be 
explained, in part at least, by the profile of its upper 
echelon. The relationship between the strategic orien- 
tation of three tobacco companies, the proportion of 
executives recruited from outside the company and the 
proportion of executives from different functional 
backgrounds in the upper echelon of the companies is 
the focus of this paper. 


Chakravarthy, Balaji S. 
Measuring Strategic Performance 
Vol. 7, No. 5, September-October, 1986, 437-458 


This paper demonstrates the inadequacy of traditional 
measures, that are based on a firm’s profitability, for 
evaluating its strategic performance. Two other mea- 
sures, one that attempts to assess the quality of a firm’s 
transformations (and not merely its outcomes) and the 
other that attempts to measure the satisfaction of all of 
the firm’s stakeholders (and not merely its stockhold- 
ers), are shown here to be important discriminators of 

















strategic performance. The performances of seven 
“excellent” firms from the computer industry, featured 
in the recent book by Peters and Waterman, are con- 
trasted with that of seven “non-excellent” firms from 
the same industry, to develop a framework for measur- 
ing strategic performance. 


Chakravarthy, Balaji S. 


On Tailoring a Strategic Planning System to Its 
Context: Some Empirical Evidence 


Vol. 8, No. 6, November-December 1987, 517-534 


Based on a survey of 111 senior executives this study 
finds that tailoring a firm’s strategic planning system to 
its context is not a popular practice, despite its pre- 
sumed importance. Moreover, the lack of fit between a 
firm’s strategic planning system and its context 
appears to be inconsequential to how managers rate 
their planning systems. Implications of the findings 
are discussed. 


Chang, Yegmin and Howard Thomas 


The Impact of Diversification Strategy on Risk-Return 
Performance 


Vol. 10, No. 3, May-June 1989, 271-284 


This study examines the impact of diversification strat- 
egy on risk and return in diversified firms. Following 
an assessment of previous research on strategic risk, 
relationships between risk, return, and diversification 
strategy are hypothesized. Regression analysis shows 
that differences in risk-return performance among 
diversified firms are more closely associated with 
structural factors associated with markets and busi- 
nesses than with the particular diversification strategy 
chosen. Returns also influence the choice of diversifi- 
cation strategies which, in turn, do not get rewarded 
with higher profits. A curvilinear risk-return relation- 
ship is also observed which is consistent with previous 
theoretical suggestions. Implications for the strategic 
management of risk are then drawn. 


Channon, Derek F. 


Business Government Planning Agreements— 
Ideology versus Practicality 


Vol. 1, No. 1, January-March 1980, 85-97 


The involvement of government in the affairs of busi- 
ness has been increasing rapidly over the past two 
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decades in most western economies. This paper exam- 
ines the impact of a particular instrument designed by 
government in the U.K. to attempt to be involved with 
corporate planning at the level of the individual com- 
pany. The paper reports the views, attitudes, and 
expectations of government and those of a number of 
the major companies which were politically and eco- 
nomically selected by government as being suitable 
candidates for planning agreements. Finally, the atti- 
tudes of senior trade unionists were sought to com- 
plete a tripartite analysis consistent with that of other 
institutions created for indicative economic planning. 
The results do not appear favourable to this particular 
instrument nor would they augur well for others unless 
the basic climate of trust and understanding between 
the different parties dramatically improved. 


Chatterjee, Sayan 


Types of Synergy and Economic Value: The Impact of 
Acquisitions on Merging and Rival Firms 


Vol. 7, No. 2, March-April, 1986, 119-139 


Acquisitions, in general, have been demonstrated to 
create economic value. The intuitive reason underlying 
this value creation stems either from an ability to 
reduce costs of the combined entity, an ability to 
charge higher prices, or both. Current research in the 
area attributes these abilities to an opportunity to utilize 
a specialized resource. Our focus in this study is to 
compare three broad classes of resources that con- 
tribute to the creation of value. Following the conven- 
tional wisdom, these resources are classified as cost of 
capital related (resulting in financial synergy), cost of 
production related (resulting in operational synergy), © 
and price related (resulting in collusive synergy). 
Given the limitations of our sample and research 
design, we find that collusive synergy is, on average, 
associated with the highest value. Further, the 
resources behind financial synergy tend to create more 
value than the resources behind operational synergy. 


Christensen, H. Kurt and Cynthia A. Montgomery 


Corporate Economic Performance: Diversification 
Strategy Versus Market Structure 


Vol. 2, No. 4, October-December 1981, 327-343 


This paper incorporates both diversification strategy 
and market structure variables in a study of corporate 
economic performance. A subsample of 128 firms 
from Rumelt’s 1974 study was updated and utilized to 
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investigate the possibility that market structure vari- 
ables might moderate or confound the diversifica- 
tion/performance relationship he reported. Study 
results indicate that performance differences could be 
demonstrated for some of Rumelt’s categories, but, 
across the range of categories, a hypothesis of perfor- 
mance differences was rejected. As expected, cate- 
gories associated with distinctly high or distinctly low 
economic performance were also associated with sig- 
nificant differences in a series of market structure vari- 
ables. 


Conner, Kathleen Reavis 
Strategies for Product Cannabilism 
Vol. 9, Special Issue, 1988, 9-26 


This paper explores the question of when (or if) a 
market leader firm is best off with a strategy of prod- 
uct cannibalism: introducing a new product designed 
to supersede and hence destroy its own current best- 
seller before a rival does. Particular attention is given 
to the payoffs of various superseding product strate- 
gies and, given these strategies, whether the leading 
firm can be expected to invest at least as much in 
innovation as a challenger. A patent-race game with a 
stochastic invention process is presented. The result is 
that when the leading firm deliberately decides to 
forgo being first-mover in the new market, develop- 
ing and then ‘shelving’ its new product until the cur- 
rent bestseller is challenged successfully by the rival, 
the leading firm may spend more than its challengers 
on R&D, thereby retaining a competitive advantage 
in innovation of new-generation products. The paper 
concludes with a discussion of the practical implica- 
tions of the model. 


Cool, Karel, Ingemar Dierickx and David Jemison 


Business Strategy, Market Structure and Risk-Return 
Relationships: A Structural Approach 


Vol. 10, No. 6, November-December 1989, 507-522 


A structural model is proposed which integrates and 
extends previous findings on the interrelations between 
risk-return outcomes, market share, firm conduct 
attributes, and inter-firm rivalry. It is argued that the 
relative impact of market share and firm conduct 
attributes on risk-return outcomes depends on the 
intensity of rivalry. The empirical setting is commer- 
cial banking in Indiana (1975-1979). Latent variable 
path analysis (partial least squares) is used to estimate 





the model. The effect of market share is found to be 
quite important, even when possible ‘spurious’ effects 
due to differences in individual firm attributes are con- 
trolled for. Given consistent indications of oligopolistic 
coordination found in various parts of the model, it is 
inferred that the measured effect of market share 
reflects the exercise of market power. 


Cool, Karel and Dan Schendel 


Performance Differences Among Strategic Group 
Members 


Vol. 9, No. 3, May-June 1988, 207-223 


Whether and why members of the same strategic group 
would experience different performance results has 
received little attention in previous research. These 
questions are addressed in this paper. First, conven- 
tional theory on the relationship between firm perfor- 
mance and strategic group membership is reviewed. 
Then a theory is developed as to how historical differ- 
ences among strategic group members may result in 
performance differences. An empirical analysis of risk 
and return relationships is conducted, centered on the 
nature of environmental change characterizing the 
industry. The empirical setting throughout is the U.S. 
pharmaceutical industry over the period 1963-82. 


Cooper, Arnold C. and William C. Dunkelberg 
Entrepreneurship and Paths to Business Ownership 
Vol. 7, No. 1, January-February 1986, 53-68 


Alternative paths to ownership are examined, including 
starting, purchasing or inheriting a firm, as well as 
being promoted or brought in by existing owners. It is 
hypothesized that these involve different ‘degrees of 
entrepreneurship’, which will be reflected in the pro- 
files of owner-managers who have followed each path. 
Data on 1756 owner-managers are used to test 
hypotheses relating path to ownership to: the 
entrepreneurs’ background characteristics; motivations 
and attitudes; and previous careers, incubator organi- 
zations and processes of starting. 


Cosier, Richard A. 


Methods for Improving the Strategic Decision: 
Dialectic Versus the Devil’s Advocate 


Vol. 3, No. 4, October-December 1982, 373-374 


No summary given. 

















Cosier, Richard A. 


Approaches for the Experimental Examination of the 
Dialectic 


Vol. 4, No. 1, January-March 1983, 79-84 


A great deal of attention has focused on the potential 
benefits of the dialectic during strategic decision mak- 
ing. Some field studies have shown favorable percep- 
tions of the dialectic. Exclusive use of field studies, 
however, is inadequate for a comprehensive evalua- 
tion of the dialectic. Controlled studies in the laborato- 
ry and the field are needed. Operationalizing the 
dialectic and measuring its effectiveness in controlled 
settings has been the subject of debate. This paper 
reviews three controlled approaches—lens model stud- 
ies, creative task experiments, and case studies. The 
applicability of these approaches to dialectical research 
is discussed. Basic assumptions underlying controlled 
research are that the dialectic can be created in con- 
trolled settings and its effectiveness can be measured in 
terms of better decisions. 


Cosier, Richard A. and John C. Aplin 


A Critical View of Dialectical Inquiry as a Tool in 
Strategic Planning 


Vol. 1, No. 4, October-December 1980, 343-356 


Despite weak empirical support for its effectiveness, the 
dialectical inquiry system (DIS) has been recommended 
to improve the strategic decision-making process. This 
study compares the effectiveness of the DIS to alterna- 
tive techniques. Thirty-two organizational planners from 
the United Way of America were randomly assigned to 
a DIS and three other planning conditions. All planners 
submitted a planning report for a common case situation. 
Results suggest that, in general, the quality of the reports 
from planners in the DIS condition was inferior to the 
quality of reports submitted by subjects in the other con- 
ditions. For example, reports submitted by planners in a 
devil’s advocate condition were judged to reflect a sig- 
nificantly more appropriate degree of risk than reports 
submitted by DIS planners. These results suggest that 
further investigation of the DIS is necessary before the 
validity of the technique is assumed. 


Covin, Jeffrey G. and Dennis P. Slevin 


Strategic Management of Small Firms in Hostile and 
Benign Environments 


Vol. 10, No. 1, January-February 1989, 75-87 
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This paper reports the results of a study designed to 
investigate the effective strategic responses to envi- 
ronmental hostility among small manufacturing firms. 
Data on environmental hostility, organization struc- 
ture, strategic posture, competitive tactics, and finan- 
cial performance were collected from 161 small 
manufacturers. Findings indicate that performance 
among small firms in hostile environments was posi- 
tively related to an organic structure, an entrepreneuri- 
al strategic posture, and a competitive profile 
characterized by a long-term orientation, high product 
prices, and a concern for predicting industry trends. In 
benign environments, on the other hand, performance 
was positively related to a mechanistic structure, a con- 
servative strategic posture, and a competitive profile 
characterized by conservative financial management 
and a short-term financial orientation, an emphasis on 
product refinement, and a willingness to rely heavily 
on single customers. 


Cowley, P. R. 


Modelling the Effect of Buyer and Seller Power on the 
Margins of Commodity Plastics 


Vol. 6, No. 3, July-September 1985, 213-222 


In the last decade, large sectors of the chemical and 
plastics industries in the U.S.A. and West Europe 
have suffered drastic declines in price and gross mar- 
gin during periods of low use of industry capacity. 
This paper shows that the major changes in gross 
margin observed for some commodity plastics can be 
modelled successfully in terms of the balance 
between buyer power and seller power. These indus- — 
tries have visibility of prices and industry occupacity 
and comparable concentrations of sellers and impor- 
tant buyers. The modelling follows Burgess (1982) in 
expressing buyer and seller power as simple func- 
tions of buyer and seller concentrations, industry 
occupacity and ‘cohesion’ between sellers. This work 
provides a first practical test of this new approach. It 
is shown that the model fits the observed data best if 
the ‘cohesion’ declines as occupacity declines. It is 
suggested that the approach would be useful in under- 
standing the behavior of other ‘near-commodity’, 
capital-intensive businesses, and in helping to distin- 
guish between those businesses where margins are 
likely to remain relatively stable and those which 
might face drastically declining margins if the indus- 
try occupacity declines or new entrants change the 
balance between sellers and buyers. 
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Cowley, P. R. 


Market Structure and Business Performance: An 
Evaluation of Buyer/Seller Power in the PIMS 
Database 


Vol. 9, No. 3, May-June 1988, 271-278 


This paper explores the patterns of buyer and seller 
structure among business units in the PIMS database 
and how buyer/seller structure is related to profit out- 
comes, both long-term through the product life cycle 
and short-term between periods of boom and reces- 
sion. Businesses with a favourable structure (few sell- 
ers, many buyers buying items of low importance) 
typically maintain margins through the product life 
cycle, but if there are many sellers facing few and 
determined buyers, margins and profitability are likely 
to deteriorate in recession and to continue to decline 
through the life cycle. 


Daft, Richard L., Juhani Sormunen and Don Parks 


Chief Executive Scanning, Environmental Character- 
istics, and Company Performance: An Empirical Study 


Vol. 9, No. 2, March-April 1988, 123-139 


Chief executives in 50 manufacturing companies were 
interviewed about the perceived strategic uncertainty in 
six environmental sectors, and the frequency and mode 
of scanning used for each sector. The findings suggest 
that customer, economic and competitor sectors gener- 
ated greater strategic uncertainty than technological, 
regulatory and sociocultural sectors. When sector 
uncertainty was high, executives reported greater fre- 
quency of scanning and greater use of personal infor- 
mation sources. Chief executives in high-performing 
companies scanned more frequently and more broadly 
in response to strategic uncertainty than their counter- 
parts in low-performing companies. 


Daniels, John D., Robert A. Pitts and Marietta J. 
Tretter 


Organizing for Dual Strategies of Product Diversity 
and International Expansion 


Vol. 6, No. 3, July-September 1985, 223-237 


This study examines organization structures of 37 large 
U.S. multinationals which are both highly diverse and 
heavily involved abroad. The findings show that the 
international division is still the most popular struc- 
ture for this form of enterprise. However, several other 





structures are also found to be in common use. An 
attempt is made to relate use of these structures to such 
strategic variables as extent of vertical integration, 
R&D intensity, level of foreign sales and method of 
diversifying. 


Das, T. K. 


Strategic and . Individual 


Orientation 


Planning Temporal 


Vol. 8, No. 2, March-April 1987, 203-209 


This paper examines the role of future orientation of 
organizational members in the strategic planning enter- 
prise. It explores, conceptually and empirically, the 
relationship between the future time perspectives of 
individuals and their preferences for short and long 
planning horizons. Research with 207 corporate exec- 
utives confirms the relevance of this individual future 
orientation. Implications of the temporal perspectives 
for research and managerial practice are discussed. 


Day, George S. 


Strategic Market Analysis and Definition: An 
Integrated Approach 


Vol. 2, No. 3, July-September 1981, 281-299 


Two distinct approaches to market analysis and defini- 
tion have evolved. Those approaches which adopt a 
top-down perspective, tend to specify markets in terms 
of competitive capabilities and resource transferability. 
The alternative bottom-up perspective emphasizes cus- 
tomer requirements or usage patterns when defining 
markets. An integrated approach begins with a com- 
mon model of the principal dimensions of a market. 
The second element is the recognition that different 
market definitions are needed for different strategic 
purposes. Next, the strategic planning framework 
which links business units and product-market units 
should be compatible with these purposes and reflect a 
strategically relevant balance of cost and demand fac- 
tors. A procedure for forming business units from 
groups of product-markets is shown to be effective for 
achieving this balance. 


De Meyer, Arnoud, Jinichiro Nakane, Jeffrey G. 
Miller and Kasra Ferdows 


Flexibility: The Next Competitive Battle: The 
Manufacturing Futures Survey 


Vol. 10, No. 2, March-April 1989, 135-144 





Over the past 4 years research teams from INSEAD 
(Fontainebleau), Boston University and Waseda 
University (Tokyo) have administered a yearly survey 
on the manufacturing strategy of the large manufactur- 
ers of the three industrialized regions of the world. In 
this paper the results for the 1986 survey are compared. 
One of the most striking results of that year’s survey is 
the emphasis some of the more advanced manufactur- 
ers put on their efforts to overcome the trade-off 
between flexibility and cost efficiency. In particular 
for the Japanese respondents these attempts become 
clear. Europeans and North Americans are not yet seiz- 
ing the opportunity to cut costs through rapid produc- 
tion and design changes, and are focusing more on 
traditional cost reduction programmes and _ the 
improvement of quality. This might mean that they are 
preparing the basis on which they can build to obtain 
added value from flexible automation. If this is the 
case then the Japanese are clearly ahead. 


Dess, Gregory G. 
Consensus on _ Strategy Formulation and 
Organizational Performance: Competitors in a 


Fragmented Industry 
Vol. 8, No. 3, May-June 1987, 259-277 


This paper examines the relationship between organi- 
zational performance and consensus (or agreement) 
within top management teams on company objectives 
and competitive methods for a sample of nineteen 
firms competing within a highly fragmented indus- 
try—paints and allied products (SIC 2851). It was 
hypothesized that intense competitive pressures and 
the resultant low industry profitability would constrain 
organizational resources and augment the need for con- 
sensus on both objectives and methods. However, find- 
ings indicate that consensus on either objectives or 
methods is positively related to organizational perfor- 
mance. 


Dess, Gregory G. and Richard B. Robinson, Jr. 


Measuring Organizational Performance in the Absence 
of Objective Measures: The Case of the Privately-held 
Firm and Conglomerate Business Unit 


Vol. 5, No. 3, July-September 1984, 265-273 


Strategic management researchers often encounter 
problems obtaining objective measures of selected 
aspects of organizational performance that are reliable 
and valid. With privately-held firms, such data are fre- 
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quently unavailable. With conglomerate business units, 
all or parts of such data are inextricably interwoven 
with corporate-wide data. This paper examines the use- 
fulness of subjective performance measures, obtained 
from top management teams, when problems are 
encountered in obtaining accurate performance data. 


Dickie, Robert B. 


Influence of Public Affairs Offices on Corporate 
Planning and of Corporations on Government Policy 


Vol. 5, No. 1, January-March 1984, 15-34 


This article reports the findings of an extensive study of 
the process by which corporations manage their external 
affairs. The major portion of the data is drawn from the 
responses to a ten page questionnaire sent to 1000 of the 
largest corporations in the U.S.A. With a response rate 
of over 40 percent, this is the largest database yet assem- 
bled with respect to the management of external affairs. 
The author has determined that the influence of public 
affairs offices varies considerably from industry to 
industry and from company to company, and this article 
identifies the factors which correlate strongly with a 
high degree of influence. In addition, the article identi- 
fies the factors which correlate strongly with a high 
degree of corporate influence in Washington. 


Diffenbach, John 
Influence Diagrams for Complex Strategic Issues 
Vol. 3, No. 2, April-June 1982, 133-146 


Influence diagramming is a practical desk-top tool for 
mapping complex strategic issues so as to make the ~ 
issues more comprehensible than otherwise. This arti- 
cle describes influence diagrams, explains how to use 
them, and relates how the tool was applied in a policy 
assessment study. 


Dirsmith, Mark W. and Mark A. Covaleski 


Strategy, External Communication and Environmental 
Context 


Vol. 4, No. 2, April-June 1983, 137-151 


It has long been argued that organizations must interact 
with their environments in order to survive. But is the 
nature of this interaction invariant across environmental 
contexts? This paper considers the importance of com- 
munication between organizations and key environmen- 
tal elements to the development of organizational 
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strategic norms. Based on a grounded theory framework 
for analysis, it is theorized that organizational strategic 
norms are negotiated with the environment in an inter- 
active fashion, and that task environmental elements 
concerned with assessing organizations tend to employ 
evaluation processes that are broadly reflective of an 
organization’s context. Views of financial analysts and 
individual investors, elicited in both a quantitative and a 
qualitative form, are suggestive of the merits of this the- 
orizing. Several implications for researchers and strate- 
gists are discussed. 


Dirsmith, Mark W., Stephen F. Jablonsky and 
Andrew D. Luzi 


Planning and Control in the U.S. Federal Government: 
A Critical Analysis of PPB, MBO and ZBB 


Vol. 1, No. 4, October-December 1980, 303-329 


PPB, MBO and ZBB have each been implemented in 
the U.S. Federal government, ostensibly as means for 
facilitating planning and control in agencies and pro- 
grammes. The purpose of this paper is to evaluate the 
use of these techniques as management tools, political 
strategies and ritualistic symbols using concepts dis- 
cussed in the organizational theory, planning and con- 
trol, and policy science literatures. Two basic 
conclusions emerge from the evaluation. First, PPB, 
MBO and ZBB may inappropriately encourage the use 
of an analytical, computational decision strategy, and a 
cost/benefit method of performance assessment at a 
level within the organization and in environmental set- 
tings which call for an inspirational decision strategy 
and social test performance assessment. As a result, 
environmental variety may not be matched by an orga- 
nizational response which is equally variable. Secondly, 
PPB, MBO and ZBB may have bee used more as polit- 
ical strategies and ritualistic symbols for controlling and 
directing controversy by both the executive and legisla- 
tive branches of the U.S. Federal government and less as 
management tools for improving decision making with- 
in the U.S. Federal bureaucracy. These management 
tools give the appearance of rationality in the formula- 
tion of public policy which is consistent with man’s 
need for confidence building and conflict avoidance in 
running the affairs of state. 


Duffy, Michael F. 


ZBB, MBO, PPB and Their Effectiveness within the 
Planning/Marketing Process 


Vol. 10, No. 2, March-April 1989, 163-173 





Substantial attention has recently been focused on the 
reported failures of zero-base budgeting (ZBB), man- 
agement by objectives (MBO), and planning, pro- 
gramming, and budgeting (PPB) as management 
techniques for corporations as well as governmental 
agencies. This writer has determined that these fail- 
ures occur because the ZBB, MBO, and PPB tech- 
niques are used in lieu of an_ integrated 
planning/marketing process and fail to recognize the 
process or the limitations and scope of these tech- 
niques. The techniques can work well where they are 
treated as part of, rather than as a substitute for, the 
planning/marketing process, and are modified to func- 
tion efficiently within the process. All elements of the 
planning/marketing process must be given a fair share 
of attention if the profit or non-profit enterprise is to 
succeed. 


Duhaime, Irene M. and John M. Grant 


Factors Influencing Divestment Decision-making: 
Evidence from a Field Study 


Vol. 5, No. 4, October-December 1984, 301-318 


This research investigates factors which influenced the 
corporate-level divestment decisions of large, diversi- 
fied firms. Field research, including interviews with 
corporate executives of 40 large diversified firms, pro- 
vided the data to test propositions developed from var- 
ious literature sources. In general, the findings from 
this research indicate that a business unit’s strength, its 
relationship to other units in its firm and its parent 
firm’s financial position compared to its competitors 
are important divestment influences, whereas other 
factors such as general economic conditions are not. 
Some of the findings are consistent with conventional 
management wisdom, but others are counterintuitive. 


Dundas, Kenneth N. M. and Peter R. Richardson 
Corporate Strategy and the Concept of Market Failure 
Vol. 1, No. 2, April-June 1980, 177-188 


Market failure concepts together with a corporate strat- 
egy taxonomy have important implications for the 
direction of growth of firms and their possible success. 
This paper discusses the relationship between these 
concepts and shows how specific types of market fail- 
ure give rise to specific classes of firms. Arguments are 
presented why specific types of firms will be more or 
less successful than others. Empirical research by 
Pumelt is then cited which supports the themes devel- 
oped in the paper. 
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Dundas, Kenneth N. M. and Peter R. Richardson 
Implementing the Unrelated Product Strategy 
Vol. 3, No. 4, October-December 1982, 287-301 


There has been considerable debate over the viability 
of the unrelated product, or conglomerate strategy. The 
financial arguments for and against its viability are 
well known. However, the administrative imperatives 
for its successful implementation have not been well 
investigated. The paper argues that there are a number 
of critical administrative contingencies for successful 
implementation of this strategy which only a few unre- 
lated product firms have recognized. These concern 
policies dealing with acquisition, divestment, portfolio 
structure, management and organization. The paper 
discusses each in turn, describing specific instances of 
success and failure to illustrate the major points of the 
argument. 


Dutta, Biplab K. and William R. King 
Metagame Analysis of Competitive Strategy 
Vol. 1, No. 4, October-December 1980, 357-370 


The need for effective competitive strategy planning for 
a firm’s survival and growth has long been recognized to 
be important. The identification and selection of good, 
or robust, market strategies must be based on the antici- 
pation of the likely strategies of significant competitors, 
who should ideally be visualized as undergoing a similar 
process of assessing their own and other’s goals and 
probable strategies. This paper reviews and evaluates 
the traditional economic and game theoretic approaches 
to competitive strategy analysis and presents an applica- 
tion of metagame analysis—an approach which has not 
previously been used in the strategic business environ- 
ment. This approach, which appears to have some sig- 
nificant advantages over both economic and game 
theoretic approaches has been utilized and evaluated in a 
business firm (Dutta and King, forthcoming). An illus- 
tration of its use, which is based on a real-world appli- 
cation, is discussed. 


Dutton, Jane E. and Robert B. Duncan 


The Influence of the Strategic Planning Process on 
Strategic Change 


Vol. 8, No. 2, March-April 1987, 103-116 


This paper proposes that organizational decision-mak- 
ers exist in a market for strategic issues where different 
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internal and external trends and developments com- 
pete for decision-makers’ attention. The paper 
describes how an organization’s strategic planning pro- 
cess affects the set of strategic issues that do capture 
decision-makers’ attention. It explains how character- 
istics of the strategic issue array translate into effective 
and timely initiation and implementation of strategic 
change. 


Dutton, Jane E. and Robert B. Duncan 


The Creation of Momentum for Change Through the 
Process of Strategic Issue Diagnosis 


Vol. 8, No. 3, May-June 1987, 279-295 


This paper presents a model of how decision makers 
interpret strategic issues. The model of strategic issue 
diagnosis identifies three critical events: activation, 
assessments of urgency and assessments of feasibili- 
ty. The relationship of each of these interpretive 
assessments to the creation of momentum for change 
allows one to predict if and how organizations will 
respond to a changed decision environment. The 
paper further links strategic issue diagnosis to organi- 
zational responses by highlighting the systematic 
effect of two contextual variables—the organization’s 
belief structure and its resources—upon the assess- 
ments in diagnosis. In this way, the model of issue 
diagnosis provides a framework for understanding 
how and why organizations respond differentiy to 
strategic issues. 


Dutton, Jane E., Liam Fahey and V. K. Narayanan 
Toward Understanding Strategic Issue Diagnosis 
Vol. 4, No. 4, October-December 1983, 307-323 


This paper calls attention to a central but neglected 
process in strategic decision making, i.e. strategic issue 
diagnosis (SID). A framework for discussing SID is 
presented in terms of three critical components: inputs, 
process characteristics and outputs. The framework is 
illustrated in the context of PIMS and BCG, two wide- 
ly recognized strategy models. The major implications 
highlight the theoretical significance of SID for under- 
standing strategic decision making. 


Dyson, R. G. and M. J. Foster 


The Relationship of Participation and Effectiveness in 
Strategic Planning 


Vol. 3, No. 1, January-March 1982, 77-88 


NUR CONOR RIE ETN Te A 


j 
4 
44 
i 
1 
‘4 
1 
i 

. 

i 
a 
i 











pe) Ten Year Index Issue, 1980-1989 


This paper describes the results of a study focusing on 
effectiveness and participation in strategic planning 
and their inter-relationships. The work reported is a 
comparative study of ten, diverse organizations in the 
United Kingdom. The paper sets out the frameworks 
for effectiveness and participation against which the 
empirical work took place; describes the results of the 
analysis undertaken; and postulates a number of theo- 
ries concerning effective planning practice and its rela- 
tion to participation in the system. 


Egelhoff, William G. 


Strategy and Structure in Multinational Corporations: 
A Revision of the Stopford and Wells Model 


Vol. 9, No. 1, January-February 1988, 1-14 


The Stopford and Wells study of strategy and structure 
in multinational corporations produced a now familiar 
model relating certain types of structure to certain ele- 
ments of a firm’s international strategy. This paper re- 
examines the important relationships expressed by the 
model, using data from a recent study of 34 large U.S. 
and European multinationals. While some of the rela- 
tionships are supported, others are not. A new element 
of strategy, the relative size of foreign manufacturing, 
is introduced, and found to be an important predictor of 
structure. Based on the findings, a revised model for 
relating strategy and structure in MNCs is proposed. 


Eldredge, David L. and Rex F. Galloway 


Study of the Undergraduate Business Policy Course at 
AACSB-Accredited Universities 


Vol. 4, No. 1, January-March 1983, 85-90 


This paper reports the results of a study directed 
toward determining: (1) the current pervasiveness of 
the requirement of a business policy course by 
AACSB.-accredited undergraduate programmes, (2) the 
general characteristics of the courses, (3) the organiza- 
tion of the courses, and (4) anticipated future changes 
in the courses. A questionnaire was mailed to all 208 
AACSB-accredited schools and returns were obtained 
from 203 of them. The paper presents the results 
derived from these responses and draws conclusions 
with regard to the study’s objectives. 


El Sawy, Omar A. and Thierry C. Pauchant 


Triggers, Templates and Twitches in the Tracking of 
Emerging Strategic Issues 


Vol. 9, No. 5, September-October 1988, 455-473 





A longitudinal investigation of group tracking of 
potential new applications and markets created by an 
emerging technology (cellular telephones) is used to 
gain more understanding of the shifts of cognitive 
frames of reference in the environmental tracking of 
emerging strategic issues. The dynamics of frame of 
reference shifts is examined through the derivation and 
operationalization of the concepts of templates, trig- 
gers and twitches. The results posit that examining the 
frame of reference shifts can be more informative than 
examining the frames themselves. Implications for 
strategic management practice and research are 
addressed. 


Fahey, Liam 
On Strategic Management Decision Processes 
Vol. 2, No. 1, January-March 1981, 43-60 


This paper attempts to bridge the divide between ratio- 
nal/analytical and behavioral/political conceptions of 
strategic decision making. The linkages and interac- 
tions between these approaches to the making of strate- 
gic decisions are explored in the context of a specific 
decision arena—strategic energy management. 


Fiegenbaum, Avi and Howard Thomas 


Dynamic and Risk Measurement Perspectives on 
Bowman’s_ Risk-Return Paradox for Strategic 
Management: An Empirical Study 


Vol. 7, No. 5, September-October, 1986, 395-407 


Bowman’s (1980, 1982) widely quoted papers have 
reported the existence of a risk-return paradox for 
strategic management. In this paper the authors exam- 
ine the dynamic behavior of the risk-return relationship 
and analyze whether the risk-return paradox is stable 
across time. The analysis involves tracking Bowman’s 
so-called negative association ratio across time. Using 
accounting measures of risk and return, it is demon- 
strated that while the paradox holds during the 1970s , 
the finding does not hold in the environment of the 
1960s. Further, the paradox disappears if market-based 
risk measures are used. Some implications for strategic 
management are then discussed and attention is direct- 
ed towards the meaning of risk in the context of strate- 
gic management. In addition, possible explanations for 
this paradox are evaluated and directions for further 
research are suggested. 














Finkelstein, Sidney and Donald C. Hambrick 


Chief Executive Compensation: A Synthesis and 
Reconciliation 


Vol. 9, No. 6, November-December 1988, 543-558 


Chief executive (CEO) compensation is a potent 
instrument through which theorists can improve their 
understanding of organization substance and symbol. 
This paper reviews and integrates the literature on 
CEO compensation, focusing on both determinants 
and consequences of this complex, often controver- 
sial phenomenon. The central thesis is that CEO pay 
is at once both more and less ‘sensible’ than its critics 
and architects, respectively, contend. Comprehending 
CEO compensation, whether for purposes of descrip- 
tion or prescription, requires the use of multiple per- 
spectives—economic, political, social, and 
individual. 


Finkelstein, Sidney and Donald C. Hambrick 


Chief Executive Compensation: A Study of the 
Intersection of Markets and Political Processes 


Vol. 10, No. 2, March-April 1989, 121-134 


A model of the determinants of chief executive (CEO) 
compensation is presented and tested. Based on a sam- 
ple from the leisure industry, the study finds that CEO 
pay has complex links to several factors: firm size, 
complexity, performance, CEO power, board vigi- 
lance, and the CEO’s human capital. The study 
includes a separate examination of CEO salary and 
bonus, as well as a test of pay determination across 
McEachern’s (1975) ownership categories. 


Foster, M. J. 


The Value of Formal Planning for Strategic Decisions: 
A Comment 


Vol. 7, No. 2, March-April, 1986, 179-182 
Commentary with no summary. Comments on 
Armstrong, 1982 SMJ. 

Fowler, Karen L. and Dennis R. Schmidt 


Determinants of Tender Offer Post-Acquisition 
Financial Performance 


Vol. 10, No. 4, July-August 1989, 339-350 


The present study extends previous research efforts 
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and examines relationships between commonly dis- 
cussed strategic acquisition factors and long-term 
financial performance measures of acquiring firms. 
The factors of interest include relative size, previous 
acquisition experience, organizational age, industry 
commonality, contested versus uncontested acquisi- 
tions, and percentage of stock acquired. The financial 
performance measures include both accounting and 
capital market data for the 4-year period preceding 
acquisition activity and the 4-year period following 
such activity. The study presents bivariate and multi- 
variate analyses for 42 industrial manufacturing firms 
that engaged in the tender offer form of acquisition. 
The findings indicate that, on the average, post-acqui- 
sition financial performance improved significantly for 
organizations that had previous acquisition experience, 
acquired a higher percentage of a target, or were older. 
Post-acquisition performance decreased significantly 
for acquiring firms when target firms contested an 
acquisition. 


Franko, Lawrence G. 


Global Corporate Competition: Who’s Winning, 
Who’s Losing, and the R&D Factor as One Reason 
Why 


Vol. 10, No. 5, September-October 1989, 449-474 


This study summarizes the major changes over the 
period 1960-86 in the shares of world markets of the 
world’s leading American, European, and Asian cor- 
porations based in 15 major industries. It relates the 
differential sales growth rates of the gaining and losing 
firms to national trends in industrial competitiveness, — 
to employment change and to long-term returns to 
shareholders. One principal determinant of firms’ glob- 
al growth rates, and thence gains and losses in ‘world 
market share’, corporate research and development 
(R&D) intensity, is examined and tested on an 83-firm, 
six industry subset of the overall data base. The pro- 
portion of corporate sales revenues allocated to com- 
mercially oriented R&D emerges as a, perhaps the, 
principal indicator or subsequent sales growth perfor- 
mance relative to competition over 5-10 year periods. 
Insofar as many U.S. and U.K. firms have lost global 
market share relative to Asian and European competi- 
tors over the past two decades, a significant contribu- 
tory factor would appear to have been negligence on 
the part of many U.S. and U.K. firms of investment in 
technology as a factor determining strategic, competi- 
tive advantage. 
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Fredrickson, James W. 


An Exploratory Approach to Measuring Perceptions 
of Strategic Decision Process Constructs 


Vol. 7, No. 5, September-October, 1986, 473-483 


Two recent studies (Fredrickson, 1984; Fredrickson 
and Mitchell, 1984) used a new research method to 
obtain statistically verifiable measures of a strategic 
decision process construct. In this paper the method’s 
underlying theory and assumptions are made explicit, 
its benefits and shortcomings are discussed, and possi- 
ble extensions are suggested. 


Galbraith, Craig and Dan Schendel 
An Empirical Analysis of Strategy Types 
Vol. 4, No. 2, April-June 1983, 153-173 


Using the PIMS SPIYR data base, which pools cross- 
section and time-series data, an empirical study to 
identify business strategy types was undertaken. Using 
a two-stage methodological approach combining prin- 
cipal component and cluster analysis on both a con- 
sumer products and an industrial products data base, 
two sets of strategy typologies were identified. Six 
strategy types were identified for consumer products: 
(1) harvest, (2) builder, (3) cashout, (4) niche or spe- 
cialization, (5) climber, (6) continuity. For industrial 
products, four strategy types were identified: (1) low 
commitment, (2) growth, (3) maintenance, and (4) 
niche or specialization. A discussion of the character- 
istics of each strategy type is offered. 


Galbraith, Craig S. and Curt H. Stiles 
Firm Profitability and Relative Firm Power 
Vol. 4, No. 3, July-September 1983, 237-249 


This paper expands the notion of extended rivalry as 
cross-industry relations within the chain of production 
and distribution, and argues that firm power resides in 
the exclusivity and essentiality of the firm’s function in 
the chain. A cross-section of U.S. manufacturing firms 
representing components for finished goods, capital 
goods, and supplies or consumable products is exam- 
ined. The analysis of the three industry or consumable 
products is examined. The analysis of the three indus- 
try groups by simultaneous equation estimation pro- 
vides general support for the hypothesis that firm 
power, as expressed in inter-industry transactions, and 
industry structure, is associated with firm profitability. 





Galiinger, George W. 
Corporate Vulnerability to Cash Tender Offers 
Vol. 3, No. 3, July-September 1982, 179-196 


This paper reports and discusses empirical results of a 
study which examines why some firms are attacked 
via unfriendly tender offers and other firms are not. 
The evidence indicates that target firms’ managers 
ineffectively plan and/ur implement business strategy, 
thus increasing their vulnerability to takeovers. 


Geringer, J. Michael, Paul W. Beamish and 
Richard C. daCosta 


Diversification Strategy and Internationalization: 
Implications for MNE Performance 


Vol. 10, No. 2, March-April 1989, 109-119 


This study examines potential explanations for perfor- 
mance differences among multinational enterprises 
(MNEs). The research variables, diversification strate- 
gy and degree of internationalization, involve basic 
elements of firms’ strategy: range and relatedness of 
products, and relative emphasis on foreign versus 
domestic operations. The sample included the 100 
largest MNEs from the U.S. and _ Europe. 
Diversification strategy was significantly related to 
MNE performance, extending Rumeit’s seminal 
research to international business. Degree of interna- 
tionalization was also significantly related to MNE 
performance. 


Gharajedaghi, Jamshid and Russell L. Ackoff 
Mechanisms, Organisms and Social Systems 
Vol. 5, No. 3, July-September 1984, 289-300 


To think about anything requires an image or concept 
of it, a model. To think about a thing as complex as a 
social system most people use a model of something 
similar, simpler and more familiar. Traditionally, two 
types of models have been used in efforts to acquire 
information, knowledge and understanding of social 
systems: mechanistic and organismic. But, in a world 
of accelerating change, increasing uncertainty and 
growing complexity, it is becoming apparent that these 
are inadequate as guides to decision and action. The 
growing number of social crises and dilemmas that we 
face should be clear evidence that something is funda- 
mentally wrong with the way we think about social 
systems. In this paper we describe and try to explain 
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the deficiencies of the two traditional ways of thinking 
about social systems. We then develop a third type of 
model, one we believe does not suffer from these inad- 
equacies, a social system model which seeks to pene- 
trate beyond the nature of machine and organisms to 
understand social systems in their own right. 


Ghoshal, Sumantra 
Global Strategy: An Organizing Framework 
Vol. 8, No. 5, September-October 1987, 425-440 


Global strategy has recently emerged as a popular con- 
cept among managers of multinational corporations as 
well as among researchers and students in the field of 
international management. This paper presents a con- 
ceptual framework encompassing a range of different 
issues relevant to global strategies. The framework 
provides a basis for organizing existing literature on 
the topic and for creating a map of the field. Such a 
map can be useful for teaching and also for guiding 
future research in this area. The article, however, is 
primarily directed at managers of multinational corpo- 
rations, and is aimed at providing them with a basis for 
relating and synthesizing the different perspectives and 
prescriptions that are currently available for global 
strategic management. 


Ghoshal, Sumantra and Nitin Nohria 


Internal Differentiation within Multinational 


Corporations 
Vol. 10, No. 4, July-August 1989, 323-337 


This paper argues that the internal structure in com- 
plex, multi-unit organizations such as a multinational 
corporation (MNC) is not homogeneous throughout 
the organization, but is systematically differentiated so 
as to ‘fit’ the different environmental and resource con- 
tingencies faced by the different national subsidiaries. 
Based on a survey of 66 of the largest European and 
North American MNCs, yielding data on 618 cases of 
headquarters-subsidiary relations, it is shown that the 
different contextual conditions faced by the different 
subsidiaries of the MNC can be meaningfully classi- 
fied into four generic situations. Furthermore, for each 
of these situations the exchange relation between the 
MNC headquarters and the subsidiary is characterized 
by a ‘fit’ governance structure consisting of a different 
combination of structural elements such as centraliza- 
tion of authority, formalization of rules and systems, 
and normative integration of members. Following the 
existing literature, these ‘fit’ structures are labeled in 
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this paper as hierarchical, federative, clan and integra- 
tive. The multinational is then described as an inter- 
nally differentiated organization in which each 
headquarters-subsidiary link corresponds to one or the 
other of these administrative forms. 


Ginsberg, Ari 


Measuring and Modelling Changes in Strategy: 
Theoretical Foundations and Empirical Directions 


Vol. 9, No. 6, November-December 1988, 559-575 


Confronted by increasingly turbulent and complex 
environments, general managers have become more 
interested in understanding the conditions and forces 
that enable or disable successful changes in organiza- 
tional strategies. Yet, largely because of their tendency 
to use fuzzy definitions and inadequate methodologies, 
empirical studies of changes in strategy have not pro- 
vided practitioners with a set of well-tested theories. 
To provide a basis for circumscribing, evaluating, and 
directing future research, this paper begins by devel- 
oping a framework for assessing and modelling 
changes in strategy. After discussing the forces that 
influence their occurrence and performance outcomes, 
the paper reviews a representative sample of empirical 
studies in terms of two major questions: (1) how are 
changes in strategy conceptualized and modelled? and 
(2) what methods of observation and analysis are 
employed? This review concludes with a report of 
important patterns and concerns followed by sugges- 
tions for future research. 


Gold, Bela 


Strengthening Managerial Approaches to Improving 
Technological Capabilities 


Vol. 4, No. 3, July-September 1983, 209-220 


This paper draws on an extensive array of theoretical 
and empirical studies covering a variety of industries in 
the U.S. and elsewhere in order: (a) to review common 
shortcomings found in evaluating technological inno- 
vations both before and after adoption, as well as in 
generating proposals for new innovations; and (b) to 
suggest means of improving each of these efforts. 


Gomez-Mejia, Luis R. 


The Role of Human Resources Strategy in Export 
Performance: A Longitudinal Study 


Vol. 9, No. 5, September-October 1988, 493-505 
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This longitudinal study examines the effect of human 
resources strategy on the export performance of 388 
Florida firms. After controlling for differential firm 
advantages, managerial perceptions and aspirations, 
and marketing activities, results show that the way 
human resources are selected, deployed, compensated 
and motivated will play a significant role in subse- 
quent export performance. 


Govindarajan, Vijay 


Implementing Competitive Strategies at the Business 
Unit Level: Implications of Matching Managers to 
Strategies 


Vol. 10, No. 3, May-June 1989, 251-269 


This paper argues that, for superior performance, it is 
necessary to attune the choice of the general manager 
to the strategy of the business unit (SBU). Data from 
121 SBUs indicate that SBU competitive strategy 
interacts with several managerial orientations (func- 
tional background, locus of control, and problem-solv- 
ing style) to influence SBU effectiveness. The 
theoretical and practical relevance of these findings 
are discussed, as are directions for future research. 


Grant, Robert M. 


On ‘Dominant Logic’, Relatedness and the Link 
Between Diversity and Performance 


Vol. 9, No. 6, November-December 1988, 639-642 


The importance of Prahalad and Bettis’s concept of 
dominant logic is in emphasizing business relatedness 
at the strategic rather than the operational level. By 
examining dominant logic in relation to the functions 
and systems of corporate management, it is possible to 
operationalize the concept of dominant logic and iden- 
tify the key components of relatedness at the strategic 
level. 


Grant, Robert M. and Azar P. Jammine 


Performance Differences Between the Wrigley/Rumelt 
Strategic Categories 


Vol. 9, No. 4, July-August 1988, 333-346 


This study examines differences in profit and sales per- 
formance between the different Wrigley/Rumelt cate- 
gories of diversification strategy. Our sample 
comprised 305 large U.K. manufacturing companies 
over the period 1972-84. Although diversification 





strategy explained only a small proportion of inter- 
firm performance differences, once the influence of 
other firm and industry variables were taken into 
account, significant differences did emerge. Our find- 
ings conflict with those of earlier U.S. studies. In par- 
ticular, we find that diversified firms outperformed 
specialized firms and there was no evidence that relat- 
ed diversification was more successful than unrelated. 


Greenley, Gordon E. 
Effectiveness in Marketing Planning 
Vol. 4, No. 1, January-March 1983, 1-10 


This paper is concerned with the assessment of effec- 
tiveness, despite the problems involved in its determi- 
nation. The conventional approach to assessment is 
considered first. This is based upon a determination of 
the success of the planning in achieving its objectives. 
However, the problem here is that it does not consider 
the actual nature of the planning. A multidimensional 
approach is then considered, which attempts to over- 
come this problem, by measuring effectiveness within 
the planning system. The paper concludes that there are 
two types of effectiveness to be measured. However, 
although it recognizes the value of the conventional 
approach, the multidimensional approach is only seen 
to be useful in being an indicator to certain factors. 


Greiner, Larry E. and Arvind Bhambri 


New CEO Intervention and Dynamics of Deliberate 
Strategic Change 


Vol. 10, Special Issue, Summer 1989, 67-86. 


Growing evidence in the executive succession litera- 
ture and the business press makes it clear that new 
CEOs often attempt to introduce strategic change upon 
entering their jobs. Yet strategy researchers have gen- 
erally neglected to document the internal dynamics of 
these interventions, and many scholars remain pes- 
simistic about the likelihood of success. This paper 
presents an empirical case study where a new CEO 


_ succeeds at strategic change, using an intervention 


approach we call ‘comprehensive/collaborative’. A set 
of testable propositions is inferred to explain the 
unfolding dynamics within this intervention approach, 
followed by an overall theoretical framework based on 
a series of phases and underlying themes involving the 
interplay between the CEO’s actions, rational synoptic 
planning, and emergent political behavior. Future 
research needs to expand upon this beginning frame- 











work to test our propositions and evaluate other inter- 
vention approaches. 


Grinyer, Peter, Shawki Al-Bazzaz, and Masoud 
Yasai-Ardekani 


Towards a Contingency Theory of Corporate Planning: 
Findings in 48 U. K. Companies 


Vol. 7, No. 1, January-February, 1986, 3-28 


Among 48 U.K. companies those with more vulnerable 
core technologies employ more specialist planners, 
more forecasting and evaluative techniques, in propos- 
al generation and evaluation, irrespective of size. 
Allowing for size, hostility of market conditions is 
associated with greater scope, status and involvement 
of planners, and diversification and divisionalization 
with formality and scope of planning. 


Grinyer, Peter H., Peter McKiernan and Masoud 
Yasai-Ardekani 


Market Organizational and Managerial Correlates of 
Economic Performance in the U.K. Electrical 
Engineering Industry 


Vol. 9, No. 4, July-August 1988, 297-318 


Hypotheses relating to market, organizational and 
managerial determinants of profitability and growth 
are developed and tested using data collected by struc- 
tured interviews in 45 randomly selected companies 
in the electrical engineering industry. Multiple regres- 
sion analysis suggests that market share and barriers to 
entry are the principal determinants of profit margins, 
but that tightness of control of working capital and 
aggressive management style also have an important 
influence. Centralization of decision-taking among 
smaller companies, too, was associated with greater 
profitability, whilst more extensive budgetary control 
and planning of acquisitions or diversification were 
both negatively correlated with the latter. Profitability 
was the single most important predictor of the rate of 
company growth of sales but constraints from orga- 
nized labor, from sources of finance, and conservative 
management styles, the rate of product change, R&D 
intensity, and decentralization all entered significantly. 


Guth, William D. and Ian C. MacMillan 


Strategy Implementation vs Middle Management Self- 
Interest 


Vol. 7, No. 4, July-August, 1986, 313-327 
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This paper focuses on middle management motivation 
to implement strategy. It uses expectancy theory to pre- 
dict that middle managers will intervene in organiza- 
tional decision-making processes leading to strategy 
implementation when their self-interest is at stake. It 
develops the notion of “counter effort”, as an extension 
of expectancy theory. The paper reports an empirical 
study of middle management intervention theory. The 
data and analysis of this study provide strong, if indirect, 
evidence that middle managers who believe that their 
self-interest is being compromised can not only redirect 
a strategy, delay its implementation or reduce the quali- 
ty of its implementation, but can also even totally sabo- 
tage the strategy. Implications of the study for the 
management of strategy implementation are developed. 


Haggerty, Patrick E. 
The Corporation and Innovation 
Vol. 2, No. 2, April-June 1981, 97-118 


On Ist October 1980 the untimely death of Patrick 
Haggerty, former chairman and chief executive officer 
of Texas Instruments, occurred. Patrick Haggerty was a 
founding member of the editorial board of this journal 
and in the formative years of the Texas Instruments 
Company made a major contribution to the practice of 
strategic management, in addition to shaping the destiny 
of a great and progressive corporation. As a mark of our 
respect and in memoriam the editors are proud to pub- 
lish one of Mr. Haggerty’s last lectures given to NASA 
at Houston, Texas on 13th February 1980 in which he 
outlines briefly the history and philosophy which led to 
the development of many of the systems of strategic 
management at Texas Instruments, which have shaped’ 
policy within this highly innovative organization. 


Haley, Michael 
The Economic Dynamics of Work 
Vol. 7, No. 5, September-October, 1986, 459-471 


Only by developing management systems based on 
appropriate standards can a business successfully learn 
how to improve the technology of work. As a result, a 
new economics of work is created where the evolution 
of large organizations makes economic sense. But 
economies of scale no longer require rigid mass pro- 
duction of a limited product line. Flexibility can be 
introduced to produce product diversity without losing 
the efficiencies of standardization. Thus manufacturing 
can operate more flexibly like a service by learning to 
apply industrial robots and other smart machines. 
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Service businesses can also learn how to manage more 
systematically by designing standard menus of opera- 
tions. 


Hall, David J. and Maurice A. Saias 
Strategy Follows Structure! 
Vol. 1, No. 2, April-June 1980, 149-163 


Researchers have for some time been interested in the 
relationship between the strategy and structure of an 
organization. In this article the authors discuss the most 
widely-held view on the nature of this relationship, 
and then suggest an alternative explanation. For them 
strategy, structure, and environment are closely linked. 
Whereas men may build the structure of an organiza- 
tion, in practice it is this very structure which later 
constrains the strategic choices they may make. 


Hall, Graham and Sidney Howell 


The Experience Curve from the Economist’s 
Perspective 


Vol. 6, No. 3, July-September 1985, 197-212 


This paper undertakes a critique of experience curves 
from several angles. It considers the extent to which 
they can be regarded as an extension of learning 
curves, and concludes that the benefits from learning- 
by-doing at plant level are exhausted relatively early. It 
goes on to consider the evidence that there is a com- 
mon slope to experience curves, their usefulness for 
forecasting prices, and possible reasons for a spurious 
correlation between accumulated output and average 
cost. It concludes by demonstrating the differences in 
strategic implications between the various possible 
economic factors which may underlie the experience 
curve. The conclusion is that experience curves are 
partly spurious, and of little practical value in forecast- 
ing or decision making. 


Hambrick, Donald C. 
Strategic Awareness within Top Management Teams 
Vol. 2, No. 3, July-September 1981, 263-279 


‘Strategic awareness’ is viewed in two ways: the extent 
to which an executive’s perception of the organiza- 
tion’s strategy aligns (a) with the organization’s ‘real- 
ized’ strategy, and (b) with the chief executive’s 
perception. Strategic awareness is positively related to 
hierarchical level, but differs across the three industries 





studied. Awareness is greater in organizations that 
have recently changed their strategies than in those 
that have not. 


Hambrick, Donald C. 
Environmental Scanning and Organizational Strategy 
Vol. 3, No. 2, April-June 1982, 159-174 


The purpose of this study was to test empirically the 
relationships between the environmental scanning 
activities of upper-level executives and their organiza- 
tions’ strategies, on the premise that executives would 
scan to reinforce their organization’s particular basis 
for competing. Among the three industries studied, 
there were differences in the strategy-scanning link. 
These differences may have been attributable to differ- 
ent dominant environmental requirements existing in 
each industry. 


Hambrick, Donald C. 


Guest Editor’s Introduction: Putting Top Managers 
Back in the Strategy Picture 


Vol. 10, Special Issue, Summer 1989, 5-15 


No summary given. 


Hamel, Gary and C. K. Prahalad 
Managing Strategic Responsibility in the MNC 
Vol. 4, No. 4, October-December 1983, 341-351 


An issue that confronts the top management of every 
multinational company is that of determining where in 
the organization basic strategy decisions should be 
made. The firm may concentrate responsibility for a 
broad range of strategic tasks at headquarters, or cede 
strategic responsibility to foreign affiliates. This paper 
argues that deriving an appropriate apportionment of 
strategic responsibility is largely a matter of recogniz- 
ing the unique strategic imperatives imposed on the 
multinational firm by the conflicting requirements of 
integration within a global context, and responsiveness 
to local environments. For the firm whose businesses 
can benefit from world-wide co-ordination and stan- 
dardization of manufacturing and product develop- 
ment, there is strong pressure to consolidate strategic 
responsibility at headquarters. For the firm whose busi- 
nesses require attention to the idiosyncrasies of natural 
markets, the strategic autonomy of subsidiaries may 
be requisite for success. A variety of factors renders 
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difficult to clear-cut, one-time identification of the 
strategic imperative facing a business. For example, 
even within a single business, certain functions 
respond to the logic of integration, whereas others 
require a posture of responsiveness. At times both 
imperatives exist at full strength within a single func- 
tional area. Often, in a multi-business, multinational 
firm, different businesses are subject to different pres- 
sures for integration and responsiveness. It is shown 
that managing strategic responsibility in situations of 
such ambiguity forces the firm to look far beyond tra- 
ditional structural mechanisms in order to enact an 
appropriate division of strategic responsibility between 
headquarters and affiliates. 


Hanson, Gary S. and Birger Wernerfelt 


Determinants of Firm Performance: The Relative 
Importance of Economic and Organizational Factors 


Vol. 10, No. 5, September-October 1989, 399-411 


We decompose the inter-firm variance in profit rates 
into economic and organizational components. Using a 
representative model from each paradigm we find that 
both sets of factors are significant determinants of firm 
performance. Further findings are that the two effects 
are roughly independent and that organizational factors 
explain about twice as much variance in profit rates as 
economic factors. 


Harrigan, Kathryn Rudie 
The Effect of Exit Barriers Upon Strategic Flexibility 
Vol. 1, No. 2, April-June 1980, 165-176 


The conceptual construct, exit barriers, is expanded 
using both statistical findings and the results of field 
studies. The immobility of resources, it is suggested, 
can be overcome by helping marginal competitors to 
exit from potentially volatile businesses. The imple- 
mentation of such tactics can be adapted to the firm’s 
own strategic commitment and to the nature of the busi- 
ness in question, although it is expected that firms which 
might consider purchasing the physical and intangible 
assets of competitors in order to help them to scale high 
exit barriers, must themselves perceive the business to 
be of sufficiently high strategic importance to do so. 


Harrigan, Kathryn Rudie 
Barriers to Entry and Competitive Strategies 


Vol. 2, No. 4, October-December 1981, 395-412 
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The relationships between the difficulty of entry and 
competitive strategies in five industries, chosen for 
their differing structural contexts, were tested. 
Statistical support was found for the value of pre-entry 
analysis of entry barriers and of firms’ predicted 
responses to potential entry. In particular, the creation 
of idle productive capacity appears to be a potent deter- 
rent to new entrants. 


Harrigan, Kathryn Rudie 


An Application of Clustering for Strategic Group 
Analysis 


Vol. 6 No. 1, January-March 1985, 55-73 


Taxonomies, factor analysis and clustering are dis- 
cussed as tools to investigate the structure of competi- 
tors within an industry (‘strategic groups’). An 
example using cluster analysis is presented as one 
means of operationalizing this concept. Careful defini- 
tion and selection of the dimensions used to identify 
the boundaries between strategic groups (their mobili- 
ty barriers) are particularly crucial in the effective 
application of analytical tools. 


Harrigan, Kathryn Rudie 


Matching Vertical Integration Strategies to 
Competitive Conditions 


Vol. 7, No. 6, November-December 1986, 535-555 


This paper contrasts the vertical integration strategies 
of 192 firms in the presence of diverse environmental 
and strategic forces to suggest how successful uses of 
vertical integration differ from less successful ones. 
Briefly, firms which did not use vertical integration as 
effectively transferred more goods and services inter- 
nally, and they did so more often under adverse industry 
conditions. A frequent error was to undertake more inte- 
grated activities in-house and engage in longer chains of 
processing from ultra-raw materials to finished goods. 
Ironically, many of the vertically integrated firms that 
suffered adversity possessed the bargaining power need- 
ed to contract advantageously for goods or services, but 
accepted an overly risky ownership position unneces- 
sarily by producing them instead. 


Harrigan, Kathryn Rudie 
Joint Ventures and Competitive Strategy 
Vol. 9, No. 2, March-April 1988, 141-158 


A framework for using joint ventures (and other forms 
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of cooperative strategy) within varying competitive 
environments is constructed, and hypotheses are devel- 
oped concerning the impact of particular industry traits 
upon firms’ options in pursuing them. Industry exam- 
ples illustrate the framework’s hypotheses. In this frame- 
work, demand traits suggest what types of cooperative 
strategies are needed. Competitor traits suggest how 
firms will respond to these needs for cooperation. Since 
joint ventures can be inherently unstable organizational 
forms, it is important for mangers to (1) select the right 
cooperative strategy option and (2) modify the autono- 
my from (and coordination with) sponsoring firms that 
ventures enjoy as their industry structures evolve. 
Familiarity with cooperative strategy options is impor- 
tant because (1) as growth slows, (2) as markets shrink 
or become crowded, (3) as industries become global, or 
(4) as technological change accelerates to speeds where 
individual firms cannot recover their initial investments, 
managers will have less margin for error. If managers do 
not learn how to use cooperative strategies advanta- 
geously their firms may encounter difficulties in deliv- 
ering adequate value to their customers, replenishing 
their base of skills, and/or safeguarding their abilities to 
increase long-term shareholder value. 


Hatten, Kenneth J. and Mary Louise Hatten 


Strategic Groups, Asymmetrical Mobility Barriers and 
Contestability 


Vol. 8, No. 4, July-August 1987, 329-342 


This paper examines the literature on strategic groups 
and extends it: first, by clarifying the distinction 
between two alternate approaches to forming groups, 
emphasizing that multivariate group analysis can be 
used to conserve information not only summarize it as 
bivariate grouping does; second, by focusing attention 
on the importance of asymmetrical mobility barriers 
and competitive advantage in the process of industry 
consolidation and concentration; and third, by linking 
groups and the concept of contestability in an effort to 
make some progress towards explaining the evolution 
of industry structure. 


Hatten, Mary Louise 
Strategic Management in Not-For-Profit Organizations 
Vol. 3, No. 2, April-June 1982, 89-104 


With many executives spending at least part of their 
management careers in not-for-profit organizations, 
the application of viable principles from corporate 





experience to the not-for-profit situation is important if 
these managers are to transfer their talents between 
organizational forms effectively. Strategy identifica- 
tion, evaluation, and reformulation for the not-for-prof- 
it organization are discussed in this paper, as an 
adaptation of the principles developed for corporate 
strategic management. 


Hawes, Jon M. and William F. Crittenden 
A Taxonomy of Competitive Retailing Strategies 
Vol. 5, No. 3, July-September 1984, 275-287 


An important aspect of any scientific investigation 
involves classifying the phenomena being studied. This 
research focused on a taxonomic analysis of the limited 
domain of competitive retailing strategies employed by 
U.S. supermarket chains for generic brand grocery prod- 
ucts. Using cluster analysis, an empirically derived tax- 
onomy was developed, and the characteristics of firms in 
each of the four strategic groups was analysed. Firms in 
one of the strategic groups (aggressive initiators) con- 
sistently indicated higher levels of success. 


Hedlund, Gunnar 


The Role of Foreign Subsidiaries in Strategic Decision- 
making in Swedish Multinational Corporations 


Vol. 1, No. 1, January-March 1980, 23-36 


The paper describes how six large Swedish multina- 
tional corporations manage the task of assuring strate- 
gic integration between headquarters and foreign 
subsidiaries. Swedish companies are shown to address 
the problem in an informal way and by leaving their 
foreign subsidiaries a great deal of autonomy. 
However, in many instances the necessary integration 
is not assured. Cases of strategic conflict between parts 
of companies are analysed, characteristics of and 
trends in the environment of multinational corpora- 
tions are identified, and theoretical considerations are 
applied. With this discussion as a basis, some sugges- 
tions are advanced about how to involve subsidiaries 
more in strategic decision making. 


Hennart, Jean-Francois 
A Transaction Costs Theory of Equity Joint Ventures 


Vol. 9, No. 4, July-August 1988, 361-374 


This paper presents a transaction costs theory of equity 
joint ventures. It distinguishes between ‘scale’ and ‘link’ 
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JVs. Scale JVs arise when parents seek to internalize a 
failing market, but indivisibilities due to scale or scope 
economies make full ownership of the relevant assets 
inefficient. Link JVs result from the simultaneous failing 
of the markets for the services of two or more assets 
whenever these assets are firm-specific public goods, 
and acquisition of the firm holding them would entail 
significant management costs. 


Herbert, Theodore T. and Helen Deresky 


Generic Strategies: An Empirical Investigation of 
Typology Validity and Strategy Content 


Vol. 8, No. 2, March-April 1987, 135-147 


Field research was conducted in 34 Canadian compa- 
nies/business units to determine the validity of a gener- 
ic typology of strategies and the content of each type. 
Two questionnaires, secondary data, and interviews 
were used to identify strategic types and explore their 
strategic characteristics. A typology of generic strate- 
gies was proposed and tested, and comprehensive 
descriptions of their characteristics were developed. 
The findings provide support for a methodology for 
measuring and identifying strategy, a basis for research 
on contingency theories of strategic management, and 
a practical tool for managers to identify and communi- 
cate strategic choices and the implementation issues 
involved. 


Hergert, Michaei and Deigan Morris 
Accounting Data for Value Chain Analysis 
Vol. 10, No. 2, March-April 1989, 175-188 


Strategic planning frameworks provide a means of 
combining internal data about the firm’s capabilities 
with external information about the competitive envi- 
ronment in a manner designed to guide resource allo- 
cation. The value chain approach to strategic planning, 
as described by Michael Porter in his book Competitive 
Advantage (1985), is a recent addition to this family of 
planning frameworks. In this article, we address some 
of the difficulties in using accounting data for value 
chain analysis. These difficulties are divided into those 
that are inherent, because of differences in methods of 
data accumulation, and those that are avoidable. 


Higgins, Richard B. 
Long Range Planning in the Mature Corporation 
Vol. 2, No. 3, July-September 1981, 235-250 
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The decade of the seventies has seen a dramatic surge 
in the acceptance and adoption of long range planning 
systems by U.S. firms. This paper examines the plan- 
ning experiences of 86 Fortune 1000 companies, many 
of them with formal planning systems ten years of age 
or more. Data collected in this study suggests that plan- 
ning systems move through different phases in a devel- 
opment cycle. The ability to cope with planning 
problems, the satisfaction of planning participants, and 
the extent to which companies formulate explicit poli- 
cies to recognize managerial contributions to long 
range planning activities are associated with the age of 
a company’s formal planning system and its phase of 
planning system development. Mature system compa- 
nies do a better job in coping with planning problems, 
are more satisfied with their planning systems, and are 
more likely to recognize managerial contributions to 
long range planning. 


Hill, Charles W. L. and W. Chan Kim 


Searching for a Dynamic Theory of the Multinational 
Enterprise: A Transaction Cost Model 


Vol. 9, Special Issue, Summer 1988, 93-104 


This paper constructs a transaction cost model that pro- 
vides an explanation for the transition between two dis- 
tinct governance modes for serving a foreign market; a 
wholly owned subsidiary and licensing. The paper ini- 
tially outlines a single-period model of the factors that 
influence a firm’s choice of governance mode. The 
model is then extended, first to incorporate a temporal 
perspective and then a dynamic perspective. The com- 
pleted model identifies organizational and environmen- 
tal contingencies that shape dynamic multi-period 
decision-making for the choice of governance mode. 


Hill, Charles W. L. and Scott A. Snell 


External Control, Corporate Strategy, and Firm 
Performance in Research Intensive Industries 


Vol. 9, No. 6, November-December 1988, 577-590 


This paper explores the proposition that the diver- 
gence of interest between managers and stockholders 
has implications for corporate strategy and firm prof- 
itability. Stockholders prefer strategies which maxi- 
mize their wealth. Managers prefer strategies which 
maximize their utility. It is theorized that in research- 
intensive industries, when stockholders dominate, 
innovation strategies are favored. When managers 
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dominate, diversification strategies are favored. In 
addition, innovation is argued to be associated with 
greater firm profitability than diversification. This 
theory is tested on 94 Fortune 500 firms drawn from 
research intensive industries. The results largely con- 
firm theoretical expectations. 


Hill, Terence J. and R. M. G. Duke-Woolley 
Progression or Regression in Facilities Focus 
Vol. 4, No. 2, April-June 1983, 109-121 


In many industries today, advances in technology and 
changes in market demand have together resulted in 
the need for significant manufacturing change, both in 
terms of products and processes. This need to respond 
in order to stay competitive means not only planning 
for product change but also planning for process 
change. Further, this latter aspect has two dimensions. 
The first concerns process technology changes which 
are due to the introduction of new products or to gain 
distinct, accrued advantages such as process capability 
or cost. The second is the need for process alterations 
which are necessary to support changes relating to 
existing products in terms of mix, volumes and product 
maturity. In many situations, however, the considera- 
tion of process change, particularly to support alter- 
ations in product mix, is an anathema to the 
presently-held view of cost-effective manufacturing. 
Consequently, such changes tend to be made on an ad 
hoc rather than planned basis. However, if this attitude 
is not reviewed then companies may gradually lose 
their competitive edge as the required facilities focus 
deteriorates. 


Hitt, Michael A. and R. Duane Ireland 


Corporate Distinctive Competence, Strategy, Industry 
and Performance 


Vol. 6, No. 3, July-September 1985, 273-293 


Corporate distinctive competencies may facilitate 
effective management of interdependencies among 
multiple units. Relationships between corporate dis- 
tinctive competencies and firm performance were 
examined in 185 industrial firms. Results suggested 
that distinctive competencies associated with perfor- 
mance vary according to the grand strategy used and 
the firm’s principal industry. Specific distinctive com- 
petencies were identified for each strategy and industry 
type. 





Hitt, Michael A., R. Duane Ireland, and Gregory 
Stadter 


Functional Importance and Company Performance: 
Moderating Effects of Grand Strategy and Industry Type 


Vol. 3, No. 4, October-December 1982, 315-330 


The literature suggests that the appropriate combina- 
tions of functional importance (i.e., through resource 
allocations, type of activities) for high levels of com- 
pany performance are affected by the type of grand 
strategy pursued by the firm and the firm’s industry 
type. These relationships were examined for 93 indus- 
trial firms. Data on functional importance, grand strat- 
egy, and industry type were obtained from top 
executives while financial data were collected from 
the Compustat data files. The results showed that both 
grand strategy and industry type moderated the rela- 
tionship between functional importance and company 
performance. These relationships were also examined 
for each grand strategy by industry type cell to provide 
data for further research. 


Hopkins, H. Donald 


Acquisition Strategy and the Market Position of 
Acquired Firms 


Vol. 8, No. 6, November-December 1987, 535-547 


Research suggests that firms which emphasize unrelat- 
ed diversification through mergers and acquisitions are 
often located in unfavorable market positions, in terms 
of the attractiveness of their industries and their com- 
petitive positions within these industries. However, 
these previous research efforts have not established 
whether such positions will also be linked to firms 
using non-conglomerate acquisition strategies. This 
study utilizes three acquisition strategies—conglom- 
erate, technology-related, and marketing-related—to 
hypothesize differences in the market position of 
acquisitive firms. Results show that, while acquisitive 
growth is generally associated with a decline in market 
position, one particular acquisition strategy, the mar- 
keting-related strategy, is associated with a distinctly 
superior position. Firms utilizing this strategy were 
found to be in more profitable industries and to have 
higher market shares in these industries. 


Horovitz, J. H. and R. A. Thietart 


Strategy, Management Design and Firm Performance 


Vol. 3, No. 1, January-March 1982, 67-76 

















One of the requirements for a strategy to be successful 
is the use of the proper management system to imple- 
ment it. The purpose of this paper is to report on an 
empirical investigation dealing with this issue. 
Specifically the research attempts to answer the fol- 
lowing general questions: Do successful firms use a 
different type of match between their strategy and their 
management system than unsuccessful ones (descrip- 
tion)? If so, for a given strategy, what are the best 
‘organizational arrangements’ (management system) 
which are likely to lead to a firm’s success? Do firms 
using the prescribed fit or match between strategy and 
management system get better overall results (predic- 
tion)? Management system or design is here defined as 
the processes of organizing, planning and controlling, 
staffing and directing in a company. 


Hoskisson, Robert E. and Michael A. Hitt 


Strategic Control Systems and Relative R&D 
Investment in Large Multiproduct Firms 


Vol. 9, No. 6, November-December 1988, 605-621 


This paper hypothesizes that tight financial controls 
associated with large diversified M-form firms lead to 
a short-term, low-risk orientation and thereby lower 
relative investment in R&D. Further, it is hypothesized 
that increasing levels of diversification require differ- 
ent control systems which have significant implica- 
tions for investing in R&D. Results of the study of 124 
major U.S. firms suggest that less diversified U-form 
firms invest more heavily in R&D than more diversi- 
fied M-form firms after controlling for size and indus- 
try effects. Additionally, dominant business firms 
invested more in R&D than either related or unrelated 
business firms. Finally, the relationship between R&D 
intensity and market performance was negative for 
related and unrelated firms. The findings suggest that 
the market evaluates R&D investment more positively 
for firms that are organized to seek synergy than for 
those that are organized to pursue a hedging (or diver- 
sification) strategy. 


Huber, George P. and Daniel J. Power 


Retrospective Reports of Strategic-Level Managers: 
Guidelines for Increasing Accuracy 


Vol. 6, No. 2, April-June 1985, 171-180 


Strategic management studies frequently involve 
obtaining retrospective data from strategic-level man- 
agers. The use of this data acquisition methodology 
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has received relatively little codification and little crit- 
ical review or comment. This seems unfortunate, as 
discussion and codification of the methodology could 
be useful for those academic researchers and corporate 
staff who study strategic decisions and organizational 
processes and for those managers who may be asked to 
provide the retrospective data. This paper is an attempt 
to remedy the current state of affairs. In particular, the 
paper reviews several sources of the data inaccuracies 
that commonly affect retrospective data and offers 
guidelines for reducing the occurrence or magnitude of 
these inaccuracies. 


Huff, Anne Sigismund 
Industry Influences on Strategy Reformulation 
Vol. 3, No. 2, April-June 1982, 119-131 


This paper emphasizes the contribution of ‘borrowed 
experience’ to strategy reformulation. The industry 
group is described as a particularly important arena in 
which niche-related problems and solutions are identi- 
fied and tested. Industry-wide mistakes in environ- 
mental interpretation and strategic response provide 
interesting evidence of the importance of this contri- 
bution to organizational decision making. An industry 
oriented view of strategy reformulation requires two 
kinds of research which are rarely conducted today. 
We need to know more about the pool of strategic con- 
cepts which a group of organizations holds in com- 
mon at any given time. Spender’s study of fork-lift 
truck rental companies is reviewed as an example of 
this kind of work. A second kind of needed research 
involves change in strategic concepts over time. A - 
study of the perceived import threat to the appliance 
industry from 1950 to 1975 is summarized as an exam- 
ple of this second kind of research. 


Hunsicker, J. Quincy 
Can Top Managers Be Strategists? 
Vol. 1, No. 1, January-March 1980, 77-83 


Given the multiple calls on top executive time and the 
increasingly complex and disparate makeup of most 
large diversified companies today, top management 
involvement in the strategic planning process is too 
often limited to little more than the basic allocation of 
corporate resources among previously selected options. 
This situation, the author suggests, is far from ideal; it 
is time to reassess top management’s role in and con- 
tribution to the strategic planning process. For the 
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CEO’s involvement to have greatest effect, he should 
enter the arena at an early stage, deciding objectives, 
challenging assumptions, forcing options, and general- 
ly ‘orchestrating’ the diverse human elements of the 
planning process so as to steer it on a course between 
advocacy and consensus toward the best possible strat- 
egy for the corporation as a whole. 


Hurst, David K., James C. Rush and Roderick E. 
White 


Top Management Teams and Organizational Renewal 
Vol. 10, Special Issue, Summer 1989, 87-105 


Increasingly the makeup of the top management group 
is believed to affect the development, identification 
and exploitation of strategic opportunities. This paper 
explains a creative management model, which goes 
beyond conventional strategic management, and iden- 
tifies the behaviors of top managers needed for ongo- 
ing renewal of their business. It is proposed these 
behaviors cluster and can te aligned with different 
and distinct cognitive styles or types. The implication 
is that top management groups should be composed of 
a mix of types. This paper posits a mix of Jungian 
types, Intuitives, Feelers, Thinkers and Sensors. This 
diversity can yield great strength if the differences can 
be focused and unified. Propositions and suggestions 
for further empirical research are developed. 


Ireland, R. Duane, Michael A. Hitt, Richard A. 
Bettis, and Deborah Auld De Porras 


Strategy Formulation Processes: Differences in 
Perceptions of Strength and Weaknesses Indicators and 
Environmental Uncertainty by Managerial Level 


Vol. 8, No. 5, September-October 1987, 469-485 


Some literature suggests that managers’ perceptions of 
strengths and weaknesses indicators vary by manage- 
ment level. Differences likely result because of indi- 
viduals’ cognitive schemes, which include their 
cognitive biases. In turn, systematic errors may occur 
in managerial decisions. Results from the research 
reported herein support the notion that managers’ per- 
ceptions of the indicators of a firm’s strengths and 
weaknesses, and of environmental uncertainty, vary 
by managerial level. Differences in these perceptions 
were discovered to be more significant within each 
firm. Implications of these results are examined, 
including the impact on the deployment of firms’ strat- 
egy formulation processes. 





Jacobsen, Robert 
The Persistence of Abnormal Returns 
Vol. 9, No. 5, September-October 1988, 415-430 


The time-series behavior of ROI is examined to assess a 
central element of competitive markets, the lack of per- 
sistence of abnormal profits. The analysis first deter- 
mines the aggregate dynamic process of ROI and then 
examines how strategic and market factors influence 
this process. Consistent with abnormal returns resulting 
from a disequilibrium phenomenon, a mean reverting 
time-series process approximates the behavior of ROI. 
While a variety of factors influence the persistence of 
return, the conditions under which market forces do not 
drive return back to its competitive rate seem remote, if 
present at all. Nonetheless, these factors can insulate a 
firm from competitive forces and so result in longer- 
term abnormal profits. 


Jaeger, Alfred M. and B. R. Baliga 


Control Systems and Strategic Adaptation: Lessons 
from the Japanese Experience 


Vol. 6, No. 2, April-June 1985, 115-134 


A model of cultural control is developed and contrast- 
ed with the more familiar bureaucratic control model. 
This model is used to explain processes of strategic 
adaptation as observed in Japanese cultural control and 
American bureaucratic control firms. A discussion of 
the strategic costs and benefits to the organization asso- 
ciated with each type of control is then presented. 


Jarillo, J. Carlos 
On Strategic Networks 
Vol. 9, No. 1, January-February 1988, 31-41 


In parallel with a theoretical acceptance of the impor- 
tance of the laws of competition to formulate strategy, 
the realization is growing that cooperative behavior 
among firms is at the root of many success stories in 
today’s management. This situation calls for an effort to 
develop a theoretical framework to study both aspects of 
firm behavior (cooperative and competitive) as compat- 
ible, complementary aspects of a unique reality. Indeed, 
the cooperative relationships of a firm can be the source 
of its competitive strength. This paper develops the con- 
cept of strategic network, as a tool to understand those 
cooperative relationships and their role in the strategy of 
the firm. There are three main tasks of the paper; first, to 
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show that strategic networks are but a ‘mode of organi- 
zation’; second, to study the economic conditions of 
existence of a network; finally, to analyze the condi- 
tions of existence of a network from the point of view of 
its internal consistency. In a final section some of the 
most obvious strategic implications of the framework 
are outlined. 


Jauch, Lawrence R., Richard N. Osborn and 
William F. Glueck 


Short Term Financial Success in Large Business 
Organizations: The Environment-Strategy Connection 


Vol. 1, No. 1, January-March 1980, 49-63 


This study examines the interrelationships of environ- 
mental changes and strategic action variables with each 
other and with short term success, for 358 large busi- 
ness firms over a 45 year period. Success (Fortune rat- 
ings and ROA) is found to be related to two strategic 
decision segments. Several strategy—environment 
relationships are also found. Some methodological 
problems are noted in the attempt to move policy 
research from case analysis to statistical explanation. 


Javidan, Mansour 


The Impact of Environmental Uncertainty on Long- 
range Pianning Practices of the U.S. Savings and Loan 
Industry 


Vol. 5, No. 4, October-December 1984, 381-392 


This paper examines the effects of extreme degrees of 
environmental uncertainty on strategic planning in the 
U.S. Savings and Loan industry. Results suggest that 
top management’s interpretation of the environment is 
a strong moderator of the link between environmental 
uncertainty and the extent of long-range planning. 


Jemison, David B. 


Organizational versus Environmental Sources of 
Influence in Strategic Decision Making 


Vol. 2, No. 1, January-March 1981, 77-89 


The relative importance of internal organizational 
activities versus environmental interaction as sources 
of influence on strategic decision making was explored 
in a field study in 15 organizations. Results indicate 
that environmental interaction is the primary factor in 
determining departmental influence on strategic deci- 
sions. 


Ten Year Index Issue, 1980-1989 35 


Johnson, Gerry 
Rethinking Incrementalism 
Vol. 9, No 1, January-February 1988, 75-91 


This paper discusses different notions of incremental 
strategic management and, on the basis of empirical 
data from a longitudinal study of strategic manage- 
ment, and existing research and theory, reconceives 
the subject within an ‘organization action’ framework. 
The paper also argues that such an approach raises 
important issues concerned with the management of 
strategic change in organizations. 


Johnson, Gerry and Howard Thomas 


The Industry Context of Strategy, Structure and 
Performance: The U.K. Brewing Industry 


Vol. 8, No. 4, July-August 1987, 343-361 


This paper is concerned with identifying influences on 
the competitive performance of companies involved in 
the U.K. brewing industry. It seeks to identify key strate- 
gic characteristics, relate these to company performance 
and move towards an explanation of the influences that 
emerge as influencing competitive standing. It argues 
that diversification strategies must be studied as an 
aspect of industry structure, and shows that more 
focused, limited diversification and regional brewing 
strategies may be preferable in the context of the U.K. 
brewing industry. The research findings conflict with 
those of many previous studies which research the diver- 
sification strategies of primarily large firms (both in the 
U.S. and the U.K.) drawn from across-industry samples - 
(e.g. the Fortune 500 firms) and which identify superior 
performance for related diversification strategies. The 
study therefore provides support for the hypothesis that 
there is an optimum level of diversification within an 
industry which balances economies of scope and disec- 
onomies of organizational scale. In the context of the U. 
K. brewing industry the traditional single or dominant 
business brewers seem to have found the strategy which 
matches firms effectively with the important character- 
istics of industry structure. 


Jones, Gareth R. and Charles W. L. Hill 


Transaction Cost Analysis of Strategy-Structure 
Choice 


Vol. 9, No. 2, March-April 1988, 159-172 


Using a transaction cost approach this paper analyzes 
the relationship between strategy, structure and orga- 
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nizational performance. It addresses three related 
questions. First, what determines the limit to growth 
through internalization for a firm pursuing a particu- 
lar strategy? Second, why does a firm pursue different 
strategies for achieving growth? Third, what deter- 
mines changes in the strategy and structure used by 
the firm over time? This analysis serves to integrate 
work in strategic management and provides a frame- 
work for analyzing corporate strategy choice. 


Karnani, Aneel 


Equilibrium Market Share—A Measure of Competitive 
Strength 


Vol. 3, No. 1, January-March 1982, 43-51 


If an oligopoly is modelled as a non-zero-sum game, 
then the market shares associated with an equilibrium 
solution can be interpreted as measuring the competi- 
tive strength of the firms. By comparing a firm’s equi- 
librium market share with its actual market share, one 
can conclude whether the firm has positive or negative 
growth potential in terms of market share, which has 
some implications for its investment strategy. 


Karnani, Aneel 


The Trade-off Between Production and Transportation 
Costs in Determining Optimal Plant Size 


Vol. 4, No. 1, January-March 1983, 45-54 


An important element of manufacturing strategy is to 
decide on the shipping radius and the size of a geo- 
graphically focused plant. This decision involves a 
trade-off between exploiting economies of scale in 
production by building a large plant and decreasing 
transportation costs by building a small plant. The 
paper presents a model for analysing this trade-off. It is 
shown that scale economies in transportation facilitate 
the exploitation of production economies of scale. For 
an optimal sized plant, the ratio of transportation to 
production costs does not depend on the absolute cost 
levels in production and transportation, but only the 
economies of scale present in production and in trans- 
portation. 


Karnani, Aneel 


Generic Competitive Strategies — An Analytical 
Approach 


Vol. 5, No. 4, October-December 1984, 367-380 





The concept of generic strategies for gaining competi- 
tive advantage has received considerable attention 
recently in the business policy field. Two generic strate- 
gies usually mentioned are low cost position and highly 
differentiated position. This paper uses a game-theoretic 
model of oligopolistic competition to provide analytical 
support for these generic strategies, and, in places, to 
refine the conclusions drawn from previous research in 
this field. Another conclusion derived from the model is 
that a superior cost or differentiation position leads to a 
larger market share, which in turn leads to higher prof- 
itability. 


Karnani, Aneel and Birger Wernerfelt 
Multiple Point Competition 
Vol. 6, No. 1, January-March 1985, 87-96 


Situations where firms compete against each other 
simultaneously in several markets abound in real life. 
However, there is very little conceptual or theoretical 
literature on multiple point competition. This paper 
offers a first attempt at developing a conceptual frame- 
work for analysing and understanding situations 
involving multiple point competition. Several exam- 
ples are discussed to provide insights into the options 
available to the competitors and the equilibrium out- 
comes of such competition. 


Kerr, Jeffrey and Ellen Jackofsky 


Aligning Managers with Strategies: Management 
Development Versus Selection 


Vol. 10, Special Issue, Summer 1989, 157-170 


Several articles have recently been published stress- 
ing the importance of matching managerial talent 
with organizational strategy. Theses have generally 
relied on selection to ‘fit’ the manager to the strategy. 
This paper proposes the use of management develop- 
ment as an alternate means of achieving manager- 
strategy alignment. Management development is 
defined, its role in strategy implementation is dis- 
cussed, and its benefits and costs are identified. These 
are contrasted with the costs, benefits and strategic 
role of selection. It is suggested that choice of align- 
ment method (i.e. management development versus 
selection) is contingent upon particular strategic, 
structural, and cultural factors. These contingency 
relationships are presented as a series of research 
propositions. 


| 
| 
| 
| 





Kets De Vries, Manfred F. R. and Danny Miller 
Neurotic Style and Organizational Pathology 
Vol. 5, No. 1, January-March 1984, 35-55 


Many parallels can be drawn between organizational 
and individual pathologies. We believe that the fan- 
tasies of top executives and the neurotic styles to which 
they give rise are important determinants of the nature 
of organizational dysfunctions. This is particularly true 
in centralized organizations where the top executives 
have a major impact upon organizational climate, 
structure, strategy and even the selection of the envi- 
ronment; and, where organizational recruitment and 
promotion processes ensure uniformity, or at least con- 
formity, among the top ranks of executives. Using an 
empirically derived taxonomy, we have isolated five 
common pathological organizational types and related 
each of these to the fantasies and neurotic styles of 
their top executives. Each type is shown to reflect a 
large number of elements of structure and strategy that 
are consistent with and probably caused by the neurot- 
ic style of the cadre of top executives. The types are 
called paranoid, compulsive, histrionic, depressive and 
schizoid. Implications for management research and 
organizational change are discussed. 


Kim, W. Chan 


The Effects of Competition and Corporate Political 
Responsiveness on Multinational Bargaining Power 


Vol. 9, No. 3, May-June 1988, 289-295 


This paper empirically investigates the effects of com- 
petition and corporate political responsiveness on 
multinational bargaining power. The results indicate 
that the more intense the competition, the weaker the 
bargaining power of multinationals vis-a-vis that of 
host governments. Further, higher corporate political 
responsiveness plays an increasingly important role in 
safeguarding the bargaining power position of multi- 
nationals as competition intensifies. Implications and 
future research development are suggested. 


Kim, W. Chan, Peter Hwang and William P. 
Burgers 


Global Diversification Strategy and Corporate Profit 
Performance 


Vol. 10, No. 1, January-February 1988, 45-57 


Based on a sample of 62 multinationals, this paper 
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examines the impact of global diversification strategy 
on corporate profit performance by integrating the 
product and the international market dimensions of 
diversification. The results suggest that the corporate 
profit performance impact of related and unrelated 
diversification varies contingent upon the extent of a 
firm’s international market diversification. One impor- 
tant lesson of this work is that both business strategy 
researchers and managers should review corporate 
diversification as having distinct yet interactive strate- 
gic dimensions—product and international market— 
and they would do well to recognize both the different 
and the joint effect of these dimensions on corporate 
profit performance. 


King, William R. 
Evaluating Strategic Planning Systems 
Vol. 4, No. 3, July-September 1983, 263-277 


A direct methodology for the evaluation of strategic 
planning systems is illustrated, and contrasted with 
the indirect evaluation methodologies that have pre- 
viously been used. The direct methodology involves 
twelve distinct varieties of assessment of the goals, 
inputs, outputs, feedback mechanisms, and impacts of 
the planning system that are made in terms of the sys- 
tem’s goals as well as various bodies of external stan- 
dards. 


Kogut, Bruce 
Joint Ventures: Theoretical and Empirical Perspectives 
Vol. 9, No. 4, July-August 1988, 319-332 | 


This paper compares the perspectives of transaction 
costs and strategic behavior in explaining the motiva- 
tion to joint venture. In addition, a theory of joint ven- 
tures as an instruments of organizational learning is 
proposed and developed. Existing studies of joint ven- 
tures are examined in light of these theories. Data on 
the sectoral distributions and stability of joint ventures 
are presented. 


Kogut, Bruce 
A Note on Global Strategies 
Vol. 10, No. 4, July-August 1989, 383-389 


This article augments, as well as takes issue with, the 
recent review by Ghoshal on _ international 
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competition. The central question is what changes 
strategically when a firm moves from domestic to 
overseas competition. In analyzing this question, it is 
shown that there exists a neglected line of relevant 
research by two schools of thought: the Cambridge 
(Massachusetts) axis and internalization theory. The 
recent focus of research is described as understanding 
the multinational corporation as a network competing 
on its flexibility and the transfer of acquired capabili- 
ties across borders. 


Kotha, Suresh and Daniel Orne 


Generic Manufacturing Strategies: A Conceptual 
Synthesis 


Vol. 10, No. 3, May-June 1989, 211-231 


This paper provides a conceptual framework that links 
manufacturing to business unit strategy and focuses on 
developing the notion of ‘generic’ manufacturing 
strategies at the strategic business unit (SBU) level. 
Specifically, an explicit conceptual link is drawn 
between ‘generic’ business unit strategies and ‘generic’ 
functional structures in manufacturing. It is proposed 
that the alternate manufacturing structures implicitly 
represent ‘generic manufacturing strategies’. Drawing 
on ideas and concepts from the business strategy liter- 
ature and manufacturing literature the paper links 
Porter’s generic strategy framework to a complemen- 
tary manufacturing structure framework that uses three 
dimensions: process structure complexity, product line 
complexity, and organizational scope. Viewed from 
different perspectives, the ‘manufacturing contingency 
theory’ concepts presented implicitly in the paper can 
be viewed as an extension of classic research on the 
interdependence between strategy and structure. The 
frameworks developed here provide a partial synthesis 
of knowledge in the broader disciplines of engineering 
and management without sacrificing academic rigor 
and practitioner relevance. 


Kriger, Mark P. 


The Increasing Role of Subsidiary Boards in MNCs: 
An Empirical Study 


Vol. 9, No. 4, July-August 1988, 347-360 


Little research has been done to date on the role of 
subsidiary boards (SBs) in MNCs. A two-phase survey 
research design has yielded responses from 90 sub- 
sidiaries in 36 MNCs based in Europe, North America, 
and Japan. The sample provides evidence that: (1) SBs 


are perceived to be in transition from lesser to greater 
proactivity, and (2) MNCs with parent headquarters in 
North America, Europe, and Japan perceive the use- 
fulness of these boards in different ways. The results 
indicate an increasingly active use of these boards in 
selective advisory and strategic roles. Some recom- 
mendations are presented for CEOs, chairmen, sub- 
sidiary directors who are interested in designing their 
SBs to take better advantage of already legally man- 
dated, but often underutilized, structures. SBs are not a 
panacea for resolving tensions between parents and 
subsidiaries and for monitoring changes in host coun- 
try environments; however, they can provide added 
strategic governance subsidiaries. 


Kusewitt, John B., Jr. 


An Exploratory Study of Strategic Acquisition Factors 
Relating to Performance 


Vol. 6, No. 2, April-June 1985, 151-169 


This study investigated the relationship of seven com- 
mon factors of acquisition strategy to the long run 
financial performance of acquiring firms: relative size, 
acquisition rate, industry commonality, timing, type of 
consideration, acquiree profitability and price paid. 
The factors were analyzed individually and in concert 
using a database of 138 active acquiring firms which 
had accomplished some 3500 acquisitions during the 
1967-1976 study time period. All factors except price 
paid were found to be individually significantly statis- 
tically related to the performance measures. Also, these 
factors together accounted for most of the post-merger 
financial perfermance which can be attributed to the 
acquisition programme. These results indicate that six 
key acquisition variables, on the average, largely deter- 
mine the success of acquisition strategy. Therefore, by 
means of those variables, guidelines are provided that 
should improve the effectiveness of an acquisition pro- 
gramme. 


Lafuente, Alberto and Vicente Salas 


Types of Entrepreneurs and Firms: The Case of New 
Spanish Firms 


Vol. 10, No. 1, January-February 1989, 17-30 


The main purpose of this paper is to present an empir- 
ical analysis of the sequence relating the performance 
of the firm to its behavior, which in turn depends upon 
the origin and personal characteristics of the 
entrepreneurs. The data are drawn from new Spanish 














firms. A typology of new entrepreneurs is constructed, 
based on their basic work aspirations. Each type of 
entrepreneur is then examined, in terms of the origin 
and personal characteristics of the members of the 
class. The results of the study show that significant 
differences exist among the entrepreneurs and firms 
of each type, especially in terms of the size of the firm 
(number of employes) and its evolution over time. 
The implications of these results, for the theory of 
entrepreneurship and for the design of policies towards 
the creation of new firms, are then derived. 


Lambkin, Mary 
Order of Entry and Performance in New Markets 
Vol. 9, Special Issue, Special 1988, 127-140 


A prevalent view among both academics and managers 
is that pioneers enjoy an enduring advantage over all 
later market entrants. The study reported in this paper 
tests this assertion by comparing the behavior and per- 
formance of three entrant categories—namely, pio- 
neers, early followers and late entrants. A population 
ecology model is used to develop a set of hypotheses 
and these are tested on samples of start-up and adoles- 
cent businesses from the PIMS data base. The results 
show the three entrant categories to have significantly 
different strategic profiles and performance levels, 
with pioneers tending, on the average, to outperform 
later entrants. 


Lawless, Michael W. and Linda K. Finch 


Choice and Determinism: A Test of Hrebiniak and 
Joyce’s Framework on Strategy-Environment Fit 


Vol. 10, No. 4, July-August 1989, 351-365 


This paper describes the first empirical test of 
Hrebiniak and Joyce’s innovative model of business- 
environment relations. Virtually all the literature prior 
to their Administrative Science Quarterly article (1985) 
assumes a zero-sum relationship between managerial 
choice and environmental determinism. In_ the 
Hrebiniak and Joyce framework the two are orthogo- 
nal, and environments where management and envi- 
ronment are both weak or both powerful are possible. 
We first look for evidence of Hrebiniak and Joyce’s 
environment typology in 52 manufacturing industries 
previously specified by Dess and Beard (1984). Next, 
we test their propositions of strategy-environment fit 
by classifying 146 firms into strategic groups, then 
evaluating each group in each environment. Our tests 
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provide partial support for Hrebiniak and Joyce’s envi- 
ronment typology and for their contingent strategies. 
However, frequencies of firm location among the envi- 
ronments were highly skewed. These results suggest 
that strategy-environment fit may not be as critical as 
market-selection in the competitive success of firms. 


Lemak, David J. and Jeffrey S. Bracker 


A Strategic Contingency Model of Multinational 
Corporate Structure 


Vol. 9, No. 5, September-October 1988, 521-526 


This paper develops a model of multinational corporate 
structure in which each of the five structures—world- 
wide product, worldwide functional, area, internation- 
al division and matrix—is explained in terms of 
domain parameters, management orientation and 
generic strategy. The strategic contingency model 
(SCM) is developed by integrating recent theoretical 
and empirical literature into one holistic model. The 
SCM delineates specific independent variable relation- 
ships which predict multinational corporate structure 
and explains anomalies in recent research finds. 


Lenz, R. T. 


Environment, Strategy, Organization Structure and 
Performance: Patterns in One Industry 


Vol. 1, No. 3, July-September 1980, 209-226 


This paper reports the findings of an empirical field 
study of savings and loan associations. The investiga- 
tion centers upon whether combinations of environ- 
ment, strategy, and organization structure of 
‘high’-performance firms differ from combinations 
associated with ‘low’-performance firms. Results show 
that such combinations differ, both statistically and 
with respect to their basic character. There is also evi- 
dence that norms held by managers of competing insti- 
tutions and the nature of relationships between 
organizations and populations served to influence the 
vigor and form of interfirm rivalries and, in turn, orga- 
nizational performance. 


Lenz, R. T. 


‘Determinants’ of Organizational Performance: An 
Interdisciplinary Review 


Vol. 2, No. 2, April-June 1981, 131-154 


The paper contains a review and evaluation of empiri- 
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cal and case studies on the performance of whole enter- 
prises. Research from a diverse array of academic dis- 
ciplines and research traditions is included. The central 
focus is on identifying factors that influence organiza- 
tional performance, and discussing implications for 
future interdisciplinary research and the strategic man- 
agement of contemporary organizations. 


Lenz, R. T. and Jack L. Engledow 


Environmental Analysis Units and Strategic Decision- 
Making: A Field Study of Selected “Leading Edge” 
Corporations 


Vol. 7, No. 1, January-February, 1986, 69-90 


In response to increasing environmental change many 
corporations have developed specialized environmen- 
tal scanning units. Previous research reveals conflict- 
ing findings regarding the viability of these units for 
introducing environmentally relevant information into 
strategic decision processes. A field study was con- 
ducted on 10 ‘leading edge’ corporations. The results 
show continuing experimentation with alternative 
administrative structures and the vulnerability of units 
that are not tightly linked with strategic planning pro- 
cesses. 


Lenz, R. T. and Jack L. Engledow 


Environmental Analysis: The Applicability of Current 
Theory 


Vol. 7, No. 4, July-August, 1986, 329-346 


It is suggested that senior-level executives and corpo- 
rate staff are under mounting pressure to develop better 
means for assessing organizational environments. This 
comes at a time when there is little agreement about the 
concept of environment, relevant perspectives from 
which it should be viewed, and how to organize for its 
evaluation. Alternative “models” for environmental 
analysis are examined, and theoretical issues and their 
administrative implications are discussed. 


Leontiades, Milton 
A Diagnostic Framework for Planning 
Vol. 4, No. 1, January-March 1983, 11-26 


The traditional framework for strategy formulation in 
the field of business policy is deliberately broad and 
generalized, so as to encompass an almost limitless 
number of potentially influential factors. There is also 





a need for a more focused view, a means for showing 
similarities and differences among firms and how these 
relate to strategy formulation—a framework, in other 
words, that allows companies to be diagnosed by key 
situational elements and uses these, in turn, to define 
the appropriate strategy alternatives. What is proposed 
is a framework based on three familiar key elements— 
organizational levels, management styles, and stages of 
growth—integrated with and related to four basic strat- 
egy alternatives. 


Leontiades, Milton and Ahmet Tezel 
Planning Perceptions and Planning Results 
Vol. 1, No. 1, January-March 1980, 65-75 


The need for planning in business organizations oper- 
ating in today’s complex environment is widely 
accepted. Implied is an assumption that planning 
improves performance. However, the empirical evi- 
dence for such a claim is thin. Since planning is an 
integral part of strategy formulation, the facts to con- 
firm or refute an assumed connection between plan- 
ning and performance invite attention. Our research 
focuses on new data from 61 companies which test 
this linkage and, in addition, reviews the conclusions 
of prior empirical studies. 


Leontiades, Milton and Ahmet Tezel 


Some Connections between Corporate-level Planning 
and Diversity 


Vol. 2, No. 4, October-December 1981, 413-418 


Two accepted concepts of management literature are 
(a) increasing diversification as companies progress 
through ‘stages of growth’, and (b) the responsibility of 
the corporate level for diversification-type planning. 
The thrust of this research note is to provide an empir- 
ical test of these independently developed concepts; 
that is, a test that focuses on the relationship between 
corporate-level planning and diversity. 


Lieberman, Marvin B. 


The Learning Curve, Diffusion, and Competitive 
Strategy 


Vol. 8, No. 5, September-October 1987, 441-452 


This paper explores the implications of the learning 
curve for competitive strategy under a range of 
assumptions regarding competition and the nature of 


the learning process. A game-theoretic model is used to 
examine how the learning rate and information diffu- 
sion affect entry barriers, profits, and price dynamics. 


Lieberman, Marvin B. 


The Learning Curve, Technological Barriers to Entry, 
and Competitive Survival in the Chemical Processing 
Industries 


Vol. 10, No. 5, September-October 1989, 431-447 


This paper evaluates entry and survival rates in a sam- 
ple of 39 chemical product industries. The analysis 
focuses on learning-based cost advantages potentially 
held by incumbent firms. A logit model of entry gives 
no evidence that entry decisions were sensitive to the 
cumulative production lead held by incumbents. Entry 
was facilitated by the fact that for most products, tech- 
nology was available from a range of sources. A haz- 
ard function model reveals that entrant survival rates 
were unrelated to order of entry or source of process 
technology. However, survival was adversely affected 
when the leading incumbent held a large cumulative 
output advantage or when entrants built plants of sub- 
optimal scale. Thus, a large incumbent lead in produc- 
tion experience did not deter new entry but did reduce 
the entrant’s probability of survival. 


Lieberman, Marvin B. and David B. Montgomery 
First-Mover Advantages 
Vol. 9, Special Issue, Summer 1988, 41-58 


This article surveys the theoretical and empirical liter- 
ature on mechanisms that confer advantages and dis- 
advantages on first-mover firms. Major conceptual 
issues are addressed, and recommendations are given 
for future research. Managerial implications are also 
discussed. 


Lubatkin, Michael 
Merger Strategies and Stockholder Value 
Vol. 8, No. 1, January-February, 1987, 39-53 


Acquisition literature suggests a relationship between 
stockholder gains and the relatedness of merging firms. 
This notion is tested by classifying mergers into four 
relatedness categories and by using measures of stock- 
holder value as developed in the literature on capital 
markets. In all, stock returns of 439 acquiring firms in 
1031 large mergers are examined, as are stock returns 
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of 340 large acquired firms. The findings show that 
mergers lead to permanent gains in stockholder value 
for both acquiring and acquired firms’ stockholders, 
but they do not support the popular prescription: ‘All 
things being equal, some product and market related- 
ness is better than none.’ 


Luffman, G. A. and R. Reed 
Diversification in British Industry in the 1970s 
Vol. 3, No. 4, October-December 1982, 303-314 


This work is original research which is based on data 
gathered from annual reports and accounts. It covers 
some 267 businesses which had the largest annual 
turnovers for manufacturing companies, within Britain, 
in 1971 and were still in existence in 1979. The data 
have been subjected to analysis to reveal preferred 
product-market postures, movements in posture, 
effects of annual turnover size on strategies, and the 
effects of being located within specific industries. In 
comparison with the work of D.F. Channon for the 
preceding twenty years it can be seen that, on the 
whole, the trend towards diversification has continued 
throughout the broad spectrum of British Industry. 


Lyles, Marjorie A. 


Formulating Strategic Problems: Empirical Analysis 
and Model Development 


Vol. 2, No. 1, January-March 1981, 61-75 


Thirty-three case histories of the process of formulat- 
ing the nature of a strategic decision are analysed to 
determine what patterns emerge when they are com- 
pared with the Lyles’ model of strategic problem for- 
mulation. A description of each pattern, its causes, and 
results are discussed. 


Lyles, Marjorie A. and R. T. Lenz 


Managing the Planning Process: A Field Study of the 
Human Side of Planning 


Vol. 3, No. 2, April-June 1982, 105-118 


This paper reports the findings of an empirical field 
study of human behavior in the context of planning. 
The investigation centers on ‘behavioral problems’ 
encountered by managers of strategic planning sys- 
tems. Two general issues are addressed. The first con- 
cerns the frequency of occurrence of these problems 
among managers and their impact on the effectiveness 
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of the planning process. The second issue pertains to 
whether the constellation of behavioral problems man- 
agers confront varies in accordance with the role of 
the manager in the planning system. Implications of the 
findings for practitioners and researchers are discussed. 


MacMillan, Ian C. 
Delineating a Forum for Business Policy Scholars 
Vol. 10, No. 4, July-August 1989, 391-395 


This note is a follow-up on one published in 1987. A 
sample of tenured business policy scholars, with sig- 
nificant track records in publishing, rated key manage- 
ment journals with respect to their appropriateness as 
outlets for scholarly research in the business policy 
field. The results of the survey are reported. 


MacMillan, Ian, Mary Lynn McCaffery and Gilles 
Van Wijk 


Competitors’ Responses to Easily Imitated New 
Products—Exploring Commercial Banking Product 
Introductions 


Vol. 6 No. 1, January-March 1985, 75-86 


The article describes an applied research project in 
which existing theory from the policy and organization 
theory literature was used to develop a rationale for 
estimating response times of competitors to easily imi- 
tated new products. A specific study of commercial 
banking product introductions is reported. 


MacMillan, Ian and P.N. Subba Narasimha 


Characteristics Distinguishing Funded from Unfunded 
Business Plans Evaluated by Venture Capitalists 


Vol. 8, No. 6, November-December 1987, 579-585 


Business plans that were funded by venture capitalists 
were compared to unfunded plans. Comparisons on 
the basis of plan structure, plan organization, and 
financial projections indicate that plans which deviate 
too far from the norm of the variables studied tend to 
go unfunded. Implications for plan preparation are dis- 
cussed. 


MacMillan, Ian C. and Ilene Stern 
Delineating a Forum for Business Policy Scholars 


Vol. 8, No. 2, March-April 1987, 183-186 





A sample of tenured business policy scholars, with sig- 
nificant track records in publishing, rated key manage- 
ment journals with respect to their appropriateness as 
outlets for scholarly research in the business policy 
field. The results of the survey are reported. 


Mahon, John F. and Edwin A. Murray, Jr. 
Strategic Planning for Regulated Companies 
Vol. 2, No. 3, July-September 1981, 251-262 


The need for strategic planning by firms to achieve an 
alignment with their environment is widely recognized. 
Various studies have analysed the structures and strate- 
gic processes utilized by firms in their attempts to 
establish domains and attain goals. Yet the problems 
faced by firms in regulated environments by and large 
have been ignored. This paper examines the critical 
differences found in regulated environments that affect 
strategic planning. Propositions which can serve as the 
basis of future empirical research are offered and a 
theoretical framework in which to view the regulated 
industry situation is developed. 


Malaska, Pentti 


Multiple Scenario Approach and Strategic Behavior in 
European Companies 


Vol. 6, No. 4, October-December 1985, 339-355 


Nowadays, scenarios are a popular subject in manage- 
ment literature. However, information available about 
how extensively scenarios are used and the possible 
motives for their use, as well as their effects on strate- 
gic behavior in companies, has hitherto been very lim- 
ited. Results of a survey among Fortune’s top 1000 
companies in the U.S.A. in 1977 and 1981 showed a 
growing corporate interest in scenarios. A survey of the 
use of scenarios in large Western European companies 
in 1981 provided evidence of similar interest in 
Europe. In this article, results of the European survey 
are presented and the differences between user and 
non-user attitudes towards the future among European 
firms analysed and the implications for strategic behav- 
ior outlined. 


Marcus, Alfred A. 


Responses to Externally Induced Innovation: Their 
Effects on Organizational Performance 


Vol. 9, No. 4, July-August 1988, 387-402 














Innovation may be externally induced; that is, an exter- 
nal threat or challenge such as the accident at the Three 
Mile Island (TMI) nuclear power plant sets the stage 
for outside parties such as the Nuclear Regulatory 
Commission (NRC) to propose that new practices be 
adopted. Managers then must make choices about how 
their organizations will respond. This study shows how 
prior performance can affect organizational responses 
and how these responses in turn can affect subsequent 
performance. Vicious cycles are shown to exist in 
which poorly performing organizations respond with 
rule-bound behavior, a response which only perpetu- 
ates their poor performance. Better performing organi- 
zations, on the other hand, retain their autonomy, a 
response which reinforces their strong performance. 


Mascarenhas, Briance and David A. Aaker 
Strategy Over the Business Cycle 
Vol. 10, No. 3, May-June 1989, 199-210 


This article develops an analytical and empirical frame- 
work for examining strategy over the business cycle. 
Firms were observed to adjust their strategies signifi- 
cantly and asymmetrically over business cycle stages. 
There was no consistency in performance between up 
markets and down markets. A variable-parameter prof- 
itability model of strategy in a cyclical industry suggest- 
ed the importance of a strategy’s contemporaneous and 
inter-temporal relationships with performance. 
Discrepancies were observed between actual strategies 
and optimal strategies over business cycle stages. 


Mascarenhas, Briance and David A. Aaker 
Mobility Barriers and Strategic Groups 


Vol. 10, No. 5, September-October 1989, 475-485 


A procedure for identifying strategic groups based on 
mobility barriers is recommended and illustrated. The 
strategic groups identified were observed to exhibit 
group membership stability and differences in prof- 
itability. 


Maupin, Rebekah J. 


Financial and Stock Market Variables as Predictors of 
Management Buyouts 


Vol. 8, No. 4, July-August 1987, 319-327 


This paper investigates whether publicly held firms 
which change to private ownership through manage- 
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ment buyouts (ex-public firms) possess characteristics 
prior to the change which differentiate them from firms 
which remain publicly owned. The financial character- 
istics of ex-public firms for the year immediately prior 
to going private were analyzed. A multivariate frame- 
work was developed to determine which attributes best 
distinguished firms going private via management buy- 
outs from similar firms not going private. A discrimi- 
nant function was developed using seven ratios: (1) 
concentration of ownership, (2) cash flow to net worth, 
(3) cash flow to total assets, (4) price/earnings ratio, (5) 
price/book value ratio, (6) book value of depreciable 
assets in relation to original costs, and (7) dividend 
yield. The model demonstrated a classification accura- 
cy of 77.8 percent for the original sample and 81.4 
percent in a hold-out sample validation. These findings 
imply that financial characteristics alone provide a 
means by which firms going private via management 
buyouts can be separated from others. Therefore one 
can argue that, regardless of the stated motive for going 
private, financial characteristics either are explicit deci- 
sion variables or directly reflect non-financial reasons 
for management buyouts. 


Mazen, A. M., Masoud Hemmasi and Mary 
Frances Lewis 


Assessment of Statistical Power in Contemporary 
Strategy Research 


Vol. 8, No. 4, July-August 1987, 403-410 


The concept of statistical power was reviewed, and the 
power of 44 recently published empirical studies in 
strategic management was analyzed. Using small, medi- 
um, and large estimates of effect size, standardized 0.05 
alpha, and assuming nondirectional nulls, the mean 
power figures were 0.23, 0.59, and 0.83 for the three lev- 
els, respectively. These results were generally similar to 
findings in other social sciences and were considered 
particularly important for strategic management 
research, given the correlational nature of many strategic 
management investigations and the complexity and 
evolving stage of the field which make small effect size 
more likely. Ways to improve statistical power in strate- 
gic management research were discussed. 


Mazzolini, Renato 


The International Strategy of State-Owned Firms: An 
Organizational Process and Politics Perspective 


Vol. 1, No. 2, April-June 1980, 101-118 


This paper focuses on European government-con- 
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trolled enterprises (GCEs) which are normal commer- 
cial undertakings (e.g. Renault, ENI, British Leyland, 
Salzgitter) as opposed to public monopolies (e.g. elec- 
tric or telephone companies). It asks why such compa- 
nies do or do not go international and what is 
distinctive about their international strategy and why. 


McGee, John and Howard Thomas 
Strategic Groups: Theory, Research and Taxonomy 
Vol. 7, No. 2, March-April, 1986, 141-160 


This paper discusses the concept of strategic groups, 
focusing upon the importance of intra-industry strate- 
gic groupings in understanding differences across firms 
within an industry. The problems involved in identify- 
ing strategic groups within industries are examined 
through a comprehensive review of recent studies. It is 
demonstrated that much of the research has used sur- 
rogates for elements of a firm’s strategic direction, e.g., 
vertical integration, product range, R&D expenditure, 
to suggest bases by which creative and sustainable 
groups are formed. The authors argue that certain the- 
oretical concepts such as mobility barriers, isolating 
mechanisms and controllable variables provide much 
firmer bases for identifying strategic groups within 
industries. Thus, taxonomies for understanding the 
nature of strategic group formulation can be devel- 
oped. Implications of the strategic group formulation 
can be developed. Implications of the strategic group 
concept for such strategic issues as the structure-per- 
formance linkage, firm mobility, patterns of rivalry, 
industry evolution and firin growth are then examined. 
The paper concludes by indicating fruitful directions 
for strategic group research in the context of the strate- 
gic management field. 


McGee, John and Howard Thomas 
Strategic Groups: A Further Comment 
Vol. 10, No. 1, January-February 1989, 105-107 


Response to Nayyar’s comment. 


McInnes, J. Morris 


Corporate Management of 
Empirical Study 


Productivity—An 


Vol. 5, No. 4, October-December 1984, 351-365 


The results are reported of a questionnaire survey of 
corporate managerial approaches to productivity. The 


sample comprised 146 large industrial companies, of 
which 96 were American, 25 British and 25 Japanese. 
Responses from the total sample were used to con- 
struct a managerial interpretation of productivity. A 
comparison was then conducted among the three 
national samples. Although productivity improvement 
was reported as being a matter of significant corporate 
concern in all three countries, greater priority was 
expressed by the British and Japanese than by the 
American managers. The British and American man- 
agerial approaches to productivity appear to be broad- 
ly similar, but with the exception that the British focus 
much more single-mindedly on labour productivity as 
the central issue. The Japanese responses convey a 
proactive, long-term approach to the management of 
productivity, with research and innovation being 
accorded to pre-eminent role. The implications of the 
findings are briefly discussed and directions for further 
research are suggested. 


Meredith, Jack 


The Strategic Advantages of New Manufacturing 
Technologies for Small Firms 


Vol. 8, No. 3, May-June 1987, 249-258 


From the descriptions of firms implementing high 
technology manufacturing programs it would appear 
that only large companies can benefit from these new 
manufacturing technologies. In this article the point is 
argued that small firms are just as well, or better 
equipped to implement and benefit from these techno- 
logical advances, particularly in strategic areas. After 
describing these new technologies and their benefits 
and risks, two case studies are presented of small firms 
that made strategic use of these benefits. The factors 
that allow this are discussed, and the way that manu- 
facturing technology is altering the competitive equa- 
tion between large and small firms is then described. 


Miller, Alex 


A Taxonomy of Technological Settings, with Related 
Strategies and Performance Levels 


Vol. 9, No. 3, May-June 1988, 239-254 


In this study, businesses were categorized into six 
groups on the basis of their methods of production, 
rates of innovation, and product sophistication. 
Technology, strategy, and performance-related vari- 
ables were then used to successfully relate these cate- 
gories to archetypes in three existing conceptual 








typologies. Although the strategies of the six groups 
differed significantly, their profitability levels did not. 


Miller, Danny 


Configurations of Strategy and Structure: Towards a 
Synthesis 


Vol. 7, No. 3, May-June 1986, 233-249 


There already exists a substantial body of work dealing 
with the relationships between strategy and structure. 
But most of the studies oversimplify things by focusing 
mainly on diversification divisionalization. Recent lit- 
erature has derived more complex and integrated views 
of strategy and structure, much of it isolating common 
types, “gestalts”, or configurations. This paper sug- 
gests a new approach for examining the relationships 
between strategy and structure and proposes some 
functional linkages between several complex strategic 
and structural configurations. 


Miller, Danny 


The Structural and Environmental Correlates of 
Business Strategy 


Vol. 8, No. 1, January-February 1987, 55-76 


An attempt is made to relate several common dimen- 
sions of business-level strategy to their organizational 
contexts. A model is developed that predicts the struc- 
tural and environmental correlates of a strategy on the 
basis of the number and uncertainty of its contingen- 
cies. It is shown that strategies of complex product 
innovation, marketing differentiation, market breadth 
and conservative cost control each have pronounced 
but very different relationships with bureaucratic and 
organic structural devices of uncertainty reduction, dif- 
ferentiation and integration, and with environmental 
dynamism, heterogeneity and hostility. 


Miller, Danny and Peter H. Friesen 


Innovation in Conservative and Entrepreneurial Firms: 
Two Models of Strategic Momentum 


Vol. 3, No. 1, January-March 1982, 1-25 


Two very different models of product innovation are 
postulated and tested. The conservative model assumes 
that innovation is performed reluctantly, mainly in 
response to serious challenges. It therefore predicts 
that innovation will correlate positively with environ- 
mental, information processing, structural and deci- 
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sion making variables that represent, or help to recog- 
nize and cope with these challenges. In contrast, the 
entrepreneurial model supposes that innovation is 
always aggressively pursued and will be very high 
unless decision makers are warned to slow down. Thus 
negative correlations are predicted between innovation 
and the variables that can provide such warning. 
Correlational and curvilinear regression analyses 
revealed that each model was supported by conserva- 
tive and entrepreneurial sub-samples, respectively, in a 
diverse sample of 52 Canadian firms. 


Miller, Danny and Peter H. Friesen 
Strategy-Making and Environment: The Third Link 
Vol. 4, No. 3, July-September 1983, 221-235 


Whereas much is known about the relationships 
between strategy and structure, and between environ- 
ment and structure, too little is known about a third 
link—the relationship between strategy-making and 
environment. An empirical study was conducted upon 
two distinct samples of firms. We hypothesized that 
increases in environmental dynamism, hostility and 
heterogeneity should be related to specific changes in 
the amount of analysis and innovation which charac- 
terizes strategy-making activity. Most of these rela- 
tionships tended to be much stronger in successful than 
in unsuccessful samples of firms. 


Minkes, A. L. and G. R. Foxall 


Entrepreneurship, Strategy, and Organization: 
Individual and Organization in the Behaviour of the 
Firm 


Vol. 1, No. 4, October-December 1980, 295-301 


No summary given. 


Mintzberg, Henry 

What is Planning Anyway? 

Vol. 2, No. 3, July-September 1981, 319-324 
No summary given. 

Mintzberg, Henry and James A. Waters 
Of Strategies, Deliberate and Emergent 

Vol. 6, No. 3, July-September 1985, 257-272 


Deliberate and emergent strategies may be conceived 
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as two ends of a continuum along which real-world 
strategies lie. This paper seeks to develop this notion, 
and some basic issues related to strategic choice, by 
elaborating along this continuum various types of 
strategies uncovered in research. This includes strate- 
gies labelled planning, entrepreneurial, ideological, 
umbrella, process, unconnected, consensus and 
imposed. 


Mitroff, Ian I. 
Talking Past One’s Colleagues in Matters of Policy 
Vol. 3, No. 4, October-December 1982, 374-376 


No summary given. 


Mitroff, Ian I. and Richard O. Mason 


Structuring [ll-Structured Policy Issues: Further 
Explorations in a Methodology for Messy Problems 


Vol. 1, No. 4, October-December 1980, 331-342 


This paper extends previous work in the development 
of a methodology for ill-structured policy problems. It 
argues that recent advances in the structure and logic of 
argumentation allow one to develop a new basis for 
treating policy issues. In brief, policies may be viewed 
as the outcome of a process of reasoning (argumenta- 
tion) whose purpose is to establish the basis (rationale) 
for the policy. This paper shows how the tools of sym- 
bolic logic may be applied to handle arguments con- 
taining strong inconsistencies. The tools presented 
allow treatment of one of the most fundamental issues 
concerned with ill-structured problems, the divergence 
between opposing formulations or perceptions of a 
problem. 


Montanari, John R. and Jeffrey S. Bracker 


The Strategic Management Process at the Public 
Planning Unit Level 


Vol. 7, No. 3, May-June 1986, 251-265 


This paper describes a normative strategic manage- 
ment process for the public sector. It focuses on the 
state agency or department as the strategic public plan- 
ning unit (SPPU). Each department within a state gov- 
ernment provides a distinctly different service to a 
more or less homogeneous segment of the state’s citi- 
zenry. Therefore, for strategic management purposes, 
each state unit operates in its unique context and must 
meet the demands of varied constituency publics if it is 





to be a viable and effective provider of its service. The 
process herein described recognizes the unique aspects 
of public sector strategic management and integrates 
several stages that are specific to the public sector into 
an established private sector strategic management 
framework. 


Montgomery, Cynthia A. 


Guest Editor’s Introduction to the Special Issue on 
Research in the Content of Strategy 


Vol. 9, Special Issue, Summer 1988, 3-8 


No summary given. 


Montgomery, Cynthia A. and Harbir Singh 
Diversification Strategy and Systematic Risk 
Vol. 5, No. 2, April-June 1984, 181-191 


This paper addresses the relationship between diversi- 
fication strategy and systematic risk (beta). Beta values 
are examined for six diversification categories, and it is 
found that betas for unrelated diversifiers are signifi- 
cantly higher than those of other firms. Possible con- 
tributions to this difference, including market power, 
capital structure, and capital intensity are explored. 


Montgomery, Cynthia A. and Ann R. Thomas 
Divestment: Motives and Gains 
Vol. 9, No. 1, January-February 1988, 93-97 


A follow-up to earlier study, this research demonstrates 
that the stock market’s positive revaluation of divesting 
firms is unlikely to be due to changes in short-term 
performance. 


Montgomery, Cynthia A., Birger Wernerfelt and 
Srinivasan Balakrishnan 


Strategy Content and the Research Process: A Critique 
and Commentary 


Vol. 10, No. 2, March-April 1989, 189-197 


The purpose of this paper is to encourage discussion on 
the ‘state-of-the-science’ in strategy content research. 
We present a view of an interactive research process 
and argue that strategy content research would benefit 
from (1) more carefully developed theoretical work; 
(2) more theory-driven data analysis; and (3) less 
emphasis on the immediate applicability of results. 














Montgomery, Cynthia A. and Vicki A. Wilson 
Mergers that Last: A Predictable Pattern? 
Vol. 7, No. 1, January-February 1986, 91-96 


This paper examines the current ownership of 434 large 
acquisitions made by publicly traded U.S. firms between 
1967 and 1969. It is found that the majority of these 
acquisitions are still held by the acquiring firms. 
Unrelated acquisitions were resold at a moderately high- 
er, though not significantly different, rate than related 
acquisitions. These results are discussed in the context of 
the commonly held view that unrelated acquisitions of 
that period were poorly conceived additions. 


Morecroft, John D. W. 
Strategy Support Models 
Vol. 5, No. 3, July-September 1984, 215-229 


A major challenge in strategy development is to deduce 
the consequences of the interacting programmes under- 
lying strategy. The paper argues that behavioural simu- 
lation models can help meet this challenge by acting out 
the consequences of strategy proposals in their full orga- 
nizational setting. However, the real key to effective 
strategy support is not simply having a model, but using 
it in a structured dialogue with executives. To illustrate 
the idea, the paper presents a system dynamics simula- 
tion model used to aid executives of an advanced office 
equipment firm in setting their marketing strategy. The 
paper describes the process by which the model was 
created and brought to the attention of executives. 
Several examples are provided of the dialectical use of 
the model, showing how differences in management 
intuition and model-generated opinion led to improved 
insight into the consequences of strategy. 


Murray, Alan I. 


Top Management Group Heterogeneity and Firm 
Performance 


Vol. 10, Special Issue, Summer 1989, 125-141 


Using a sample of 84 Fortune 500 food and oil com- 
panies, observed over the period 1967 to 1981, this 
paper tests a number of hypotheses relating top man- 
agement group composition to firm performance. 
Specifically, it was expected that homogeneous top 
management groups would interact more efficiently 
and therefore be preferable when competition is 
intense, but that heterogeneous groups would facili- 
tate adaptation and therefore be preferable under con- 
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ditions of environmental change. Partial support for 
these hypotheses was found; however, the pattern of 
results also highlights the numerous difficulties in 
untangling and identifying the determinants of firm 
performance. 


Murray, John A. 
A Concept of Entrepreneurial Strategy 
Vol. 5, No. 1, January-March 1984, 1-13 


Entrepreneurial strategy is characterized as strategy 
involving widespread and more-or-less simultaneous 
change in the pattern of decisions taken by an organi- 
zation. The concept is distinguished from others which 
use ‘entrepreneurial’ to characterize a long-term pat- 
tern of strategic behavior. Entrepreneurial strategy will 
be enacted with some greater or lesser frequency by all 
firms, whether their long-term behavior is conservative 
or innovative. It is hypothesized that such strategy will 
be observed occurring in cycles at the single business- 
unit level in response to both environmental and orga- 
nizational stimuli and that it will reflect choice from a 
limited repertoire of basic strategic moves. 


Napier, Nancy Knox and Mark Smith 


Product Diversification, Performance Criteria and 
Compensation at the Corporate Manager Level 


Vol. 8, No. 2, March-April 1987, 195-201 


The paper describes a test of the Galbraith and 
Nathanson (1978) model of stages of development. In 
particular, Galbraith and Nathanson hypothesized that 
in highly diverse firms: (1) performance criteria are 
more objective, (2) bonus is a larger proportion of total 
compensation, and (3) bonus allocation decisions are 
based more on an objective ‘formula’ of performance 
evaluation than on the discretion of the firm President 
or Chief Executive Officer. The study compared the 
three variables across three diversification groups 
(high, medium, low), based on Rumelt’s (1974) classi- 
fication (single product, vertically integrated, domi- 
nant, related, unrelated, and conglomerate). The study 
used written surveys of corporate managers in Fortune 
1000 manufacturing firms. 


Nayyar, Praveen 
Strategic Groups: A Comment 
Vol. 10, No. 1, January-February 1988, 101-103 


No summary given. 
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Nees, Danielle 
Increase Your Divestment Effectiveness 
Vol. 2, No. 2, April-June 1981, 119-130 


In many large diversified corporations there is a 
largely prevalent habit to consider divestment deci- 
sions as ‘top secret’: information concerning potential 
divestitures is restricted to top management and only 
a handful of senior managers are involved in the deci- 
sion making process. The major assumption underly- 
ing such behavior is the fear of failure; that is, top 
management is concerned about involving line— 
generally divisional—managers in the process of 
making up one’s mind to divest (a time consuming 
process as will be seen later) and searching a potential 
acquirer, in the fear that such involvement might 
work in counteractive ways and perhaps cause the 
abortion of the project. As a result, information is 
most often withheld, decisions in progress are kept 
secret; an ‘underground’ strategy is developed. The 
purpose of this article is to show that the most suc- 
cessful divestments are precisely those where line 
management’s co-operation has been elicited at very 
early stages and to suggest that such a participative 
management mode is likely to produce better results. 
Our research, based on the study of 14 divestments in 
the US and Europe (see Appendix), thus shows that 
the division manager is a key person on the divest- 
ment chess-board and accomplishes varied missions. 


Nees, Danielle B. 


Simulation: A Complementary Method for Research 
on Strategic Decision-making Processes 


Vol. 4, No. 2, April-June 1983, 175-185 


No summary given. 


Nielsen, Richard P. 


Piggybacking Strategies for Nonprofits: A Shared 
Costs Approach 


Vol. 7, No. 3, May-June 1986, 201-215 


This article presents case data and a conceptual foun- 
dation for nonprofit piggybacking whereby a nonprof- 
it organization subsidizes its deficit producing primary 
mission by diversifying into related surplus-producing 
ventures. Shared common and joint costs are consid- 
ered as supply-side bases for selecting among demand- 
side related diversification activities. 





Nielsen, Richard P. 
Cooperative Strategy 
Vol. 9, No. 5, September-October 1988, 475-492 


This article develops a classification scheme for mutu- 
al gain cooperative strategies between and among dif- 
ferent organizations. The cooperative strategies 
considered are pool, exchange, de-escalate, and exper- 
iment/ contingency. These cooperative strategies are 
considered in four types of game/market environmen- 
tal life cycle situations: positive-sum growth, zero-sum 
mature, negative-sum decline, and transformable to 
positive-sum growth. Cases from domestic and inter- 
national business, nonprofit and government organi- 
zations are illustrated. Literature examples from 
strategic management, evolutionary biology, game the- 
ory and ecosystems theory are synthesized and used as 
foundation and explanation. Positive and negative pub- 
lic policy implications of cooperative strategy are also 
considered. In most, but not all, cases, cooperative 
strategy appears to improve value-added efficiency in a 
wide variety of environments and situations. 


Nielsen, Richard P., Michael P. Peters and Robert 
D. Hisrich 


Intrapreneurship Strategy for Internal Markets— 
Corporate, Non-profit and Government Institution Cases 


Vol. 6, No. 2, April-June 1985, 181-189 


No summary given. 


Nkomo, Stella M. 


Human Resource Planning and Organization 
Performance: An Exploratory Analysis 


Vol. 8, No. 4, July-August 1987, 387-392 


In a study of the impact of human resource planning on 
organization performance, statistical tests did not indi- 
cate significant differences between the performance of 
firms using formal human resource planning and firms 
that do not. There was an indication of a positive change 
in performance after the initiation of human resource 
planning, relative to non-users of such systems. 


Noel, Alain 


Strategic Cores and Magnificent Obsessions: 
Discovering Strategy Formation Through Daily 
Activities of CEOs 


Vol. 10, Special Issue, Summer 1989, 33-49 











Obsessions play an important role in strategic manage- 
ment: this paper shows how they establish causality 
between intention and action. Following 1 month of 
continuous, direct observation of CEOs at work, strate- 
gies were revealed to be intentional: by their activities 
the CEOs generated a strategic core consistent with their 
preoccupations. The Magnificent Obsessions latent in 
their preoccupations appeared as a common element in 
all their activities and served as a key to understanding 
their compulsion to address certain issues over others. 


Norburn, David 


GOGOs, YOYOs and DODOs: Company Directors 
and Industry Performance 


Vol. 7, No. 2, March-April, 1986, 101-117 


This research investigates the characteristics of 354 
directors of Britain’s largest companies. Three sections 
of independent variables were analysed: those relating 
to the economic environment; those relating to the 
domestic environment—family background and edu- 
cational experiences; those relating to self-concept. 
Directors were categorized according to the economic 
performance of their industries—GOGOs (industries in 
growth); YOYOs (industries in turbulence); and 
DODOs (industries in decline). Several differences 
emerged between the characteristics of directors and 
the economic success of their industries for which they 
were strategically influential. 


Norburn, David 
The Chief Executive: A Breed Apart 
Vol. 10, No. 1, January-February 1988, 1-15 


This study tested the theory that the characteristics of 
British chief executives would be different from that of 
the subordinate top management team from which they 
emanated. The study focused upon variations in experi- 
ences over three sets of variables: corporate influences; 
e.g. tenure, mobility, functional experience, internation- 
al exposure; domestic influences; e.g. education, family 
influence; and their self-concept; e.g. aspiration levels, 
executive success traits. Substantial differences emerged 
between the two groups across all sets of variables, par- 
ticularly within the corporate category. 


Norburn, David and Sue Birley 


The Top Management 
Performance 


Vol. 9, No. 3, May-June 1988, 225-237 


Team and Corporate 
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This research tested the relationship between the char- 
acteristics and background of U.S. top executives, and 
measures of corporate performance. Data were 
obtained from 953 top managers; the dominant coali- 
tion of the largest 150 companies within five U.S. 
industries—dairy, footwear, tyres, mobile homes, and 
machine tools. Results were generally positive: man- 
agerial characteristics not only predicted performance 
variations within industries—the top performers hav- 
ing significantly different managerial profiles than 
poorly performing companies—but also that the char- 
acteristics of managers within high-performing com- 
panies were similar across the five industries. 


Norton, Seth W. 


Franchising, Brand Name _ Capital, 
Entrepreneurial Capacity Problem 


and _ the 


Vol. 9, Special Issue, Summer 1988, 105-114 


One consequence of vertical integration is increased 
firm size with the related problem of monitoring 
employees in a large enterprise. Writers on the theory 
of the firm suggest that this phenomenon is part of the 
entrepreneurial capacity problem. This paper argues 
that quasi-vertical integration via franchising can cir- 
cumvent the problem and lead to larger-scale retail 
outlets. Using U.S. Census data from the eating place 
and motel industries, the empirical evidence in this 
paper suggests that physical dispersion of outlets and 
the value of brand name capital increase the 
entrepreneurial capacity problem, but that franchising 
offsets these forces and permits somewhat larger local 
outlets than using nonfranchised operations. 


Nutt, Paul C. 


A Strategic Planning Network for Non-profit 
Organizations 


Vol. 5, No. 1, January-March 1984, 57-75 


Strategic planning processes are seldom treated from a 
contingency perspective. As a result, practitioners are 
unable to select a set of planning techniques for a par- 
ticular situation they confront. This paper constructs 
methods, defined as sets of techniques, which are 
applicable to strategic planning for non-profit organi- 
zations. These constructed planning methods are 
matched to strategic archetypes, defined by the spon- 
sor’s expectations for quality, acceptance, and/or inno- 
vation in the strategy. The contingency framework is 
presented as a network which identifies planning meth- 
ods useful for each strategic archetype application. 
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Nutt, Paul C. 


Identifying and Appraising How Managers Install 
Strategy 


Vol. 8, No. 1, January-February, 1987, 1-14 


Cases were profiled to identify tactics used by strategic 
managers to implement strategy and to determine 
which tactic was the most effective in promoting adop- 
tion. Analysis revealed that four archetype tactics were 
used almost exclusively. An ‘interventionist’ approach 
had the best results but was used in only one case in 
five. ‘Persuasion’ and ‘participation’ were next most 
effective tactics, and ‘edicts’ the least effective. The 
implications of these findings for strategic manage- 
ment practice and the needs for further research are 
discussed. 


Nutt, Paul C. ; 
Selecting Tactics to Implement Strategic Plans 
Vol. 10, No. 2, March-April 1989, 145-161 


Strategic managers have been found to use sophisticat- 
ed tactics to implement strategic plans, but seem to 
limit their effectiveness by applying them indiscrimi- 
nately. A contingency framework that uses situational 
constraints, such as the manager’s freedom to act and 
need for consultation, is developed to select among 
tactics preferred by practitioners. The framework was 
tested using 50 episodes of strategic planning. There 
was a 94 percent success rate when the implementation 
tactic recommended by the framework was used, and a 
29 percent success rate when another (non-recom- 
mended) tactic was applied, suggesting that following 
the framework’s prescriptions may improve the suc- 
cess rate for strategic plan implementation. The impli- 
cations of this research for practicing managers are 
discussed. 


Odom, Randall Y. and W. Randy Boxx 


Environment, Planning Processes, and Organizational 
Performance of Churches 


Vol. 9, No. 2, March-April 1988, 197-205 


Churches have rarely been the focus of research deal- 
ing with strategic management issues, although their 
impact on individuals, as well as on society as a whole, 
is equal to or greater than the impact of many business 
organizations. The study reported herein was designed 
to fill some of the information void. Data were 





obtained from a sample of 175 churches, and the rela- 
tionships of church size and growth to perceptions of 
the environment, or more specifically the importance 
of certain environmental factors used in decision-mak- 
ing, were related to the level of planning sophistication. 
In addition, planning sophistication was found to be 
related to the size and growth of churches. 


Paine, Frank T. and Daniel J. Power 


Merger Strategy: An Examination of Drucker’s Five 
Rules for Successful Acquisitions 


Vol. 5, No. 2, April-June 1984, 99-110 


This paper critically examines five rules for making 
successful acquisitions advocated by Peter Drucker. In 
an attempt to verify the rules, supporting and non-sup- 
porting empirical evidence, opinions and arguments 
are reviewed. The analysis suggests that the rules are 
not conclusively supported by current evidence or 
argument. Adopting these rules does not ensure suc- 
cessful acquisitions and may needlessly limit man- 
agers’ opportunities for successful acquisitions. 


Palepu, Krishna 


Diversification Strategy, Profit Performance and the 
Entropy Measure 


Vol. 6, No. 3, July-September 1985, 239-255 


Several industrial organization studies, using diversifi- 
cation index measures, examined corporate diversifica- 
tion and economic performance and failed to find any 
significant relationship between them. Rumelt and other 
strategy researchers used a semisubjective classification 
scheme and uncovered a systematic relationship 
between diversification strategies and performance. This 
study combines the strengths of the index approach, 
namely, simplicity, objectivity and replicability, with 
the essential richness of Rumelt’s methodology. Using 
the Jacquemin-Berry entropy measure of diversification 
and the line-of-business data, this study finds that firms 
with predominantly related diversification show signifi- 
cantly better profit growth than firms with predominant- 
ly unrelated diversification. 


Pearce II, John A. 


The Relationship of Internal versus External 
Orientations to Financial Measures of Strategic 
Performance 


Vol. 4, No. 4, October-December 1983, 297-306 








————— 


Field research involving 137 respondents in eight orga- 
nizations was conducted to study the relationship 
between alternative measures of the internal/external 
orientations of sociometrically identified dominant 
coalition members and their firms’ financial perfor- 
mance. Results showed that attitudinal measures were 
more often correlated with financial measures of strate- 
gic performance than were traditional ‘insider’ or ‘out- 
sider’ measures based on descriptive categorizations. 
The significant findings were related to four perfor- 
mance indicators of company profitability, namely, 
profit margin, return on average assets, net interest 
spread, and return on average equity. 


Pearce II, John A. and Richard B. Robinson, Jr. 


A Measure of CEO Social Power in Strategic 
Decision-Making 


Vol. 8, No. 3, May-June 1987, 297-304 


For the strategic management field to advance its 
understanding of the interpersonal dimensions of 
strategic decision-making, valid and reliable measures 
of power and influence need to be developed. Research 
in the discipline would also be subsequently likely to 
enjoy enhanced viability and greater cross-discipline 
confidence if it was based on proven measures. For 
these reasons, field research was undertaken to deter- 
mine if a modified version of an existing instrument 
(Spekman, 1979), designed to gauge social power at 
low organizational levels, could be used to measure 
the exercise of CEO power in strategic decision-mak- 
ing. This paper reports the methodology employed and 
the successful results achieved from the instrument 
validation research. 


Pearce Il, John A., D. Keith Robbins, and Richard 
B. Robinson, Jr. 


The Impact of Grand Strategy and Planning Formality 
on Financial Performance 


Vol. 8, No. 2, March-April 1987, 125-134 


An empirical study involving 97 manufacturing firms 
that averaged $20 million in annual sales yielded a 
strong positive correlation between the degree of plan- 
ning formality and firm performance. Additionally, 
interactive analysis disclosed that this relationship per- 
vaded various grand strategies; the implication being 
that formalized strategic planning was consistently a 
positive factor associated with high levels of organiza- 
tional performance. 
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Prahalad, C. K. and Richard. A. Bettis 


The Dominant Logic: A New Linkage Between 
Diversity and Performance 


Vol. 7, No. 6, November-December 1986, 485-502 


Current research offers alternative explanations to the 
“linkage” between the pattern of diversification and 
performance. At least four streams of research can be 
identified. None of these can be considered to be a 
reliable, predictive theory of successful diversification. 
They are, at best, partial explanations. The purpose of 
this paper is to propose an additional “linkage”, con- 
ceptual at this stage, that might help our understanding 
of the crucial connection between diversity and perfor- 
mance. The conceptual argument is intended as a “sup- 
plement” to the current lines of research, rather than as 
an alternative explanation. 


Preble, John F. 


The Selection of Delphi Panels for Strategic Planning 
Purposes 


Vol. 5, No. 2, April-June 1984, 157-170 


Despite the popularity of the Delphi technique little 
scientific literature exists to help guide the strategic 
planner in its proper application. In an effort to fill part 
of that void a comparative test was conducted using 
both intracompany and intercompany Delphi panels to 
forecast future events in the socio-political environ- 
ment of business. The intent was to determine whether 
the two groups produced similar or different forecasts 
under virtually identical test conditions. Analysis of 
the data showed similarities in both the forecast esti- 
mates and the degree of consensus achieved across 
groups. Since strong similarities were demonstrated, 
the intracompany panel type is recommended to strate- 
gic planners based on its unique advantages. 


Prescott, John E., Ajay K. Kohli and N. 
Venkatraman 


The Market Share-Profitability Relationship: An 
Empirical Assessment of Major Assertions and 
Contradictions 


Vol. 7, No. 4, July-August 1986, 377-394 


While previous research on the relationship between 
market share (MS) and business profitability (BP) has 
found a positive relationship, its nature (i.e. direct ver- 
sus spurious), its context-specificity, and the validity of 
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MS as a predictor of BP have not been adequately 
addressed. Employing path analysis, this study exam- 
ined the nature of this relationship across a taxonomy 
of homogeneous environments. The major findings 
were that (1) the association between MS and BP is 
context-specific; (2) both direct and spurious relation- 
ships exist, and their relative strengths vary across 
environments; and (3) the validity of MS as a predictor 
of BP is context-specific. Further, key firm conduct 
variables accounting for the spuriousness have been 
identified. Finally, implications of these findings for 
managers pursuing market share as a goal are dis- 
cussed. 


Prescott, John E. and Daniel C. Smith 
A Project-Based Approach to Competitive Analysis 
Vol. 8, No. 5, September-October 1987, 411-423 


While comprehensive, ongoing competitive intelli- 
gence systems generate valuable input for broad strate- 
gic decisions, they often fail to provide the specific 
actionable information needed by managers operating 
in a project-oriented environment. This paper proposes 
a project-based framework for competitive analysis. 
The framework was developed from field research 
involving 16 projects. A comparison of project-based 
and comprehensive competitive analysis systems is 
made to illustrate their differences. A case example 
from field research is utilized to illustrate concepts 
central to this approach and its practical utility. A set of 
guidelines regarding pitfalls to avoid in project-based 
competitive analysis is presented. 


Ramanujam, Vasudevan and P. Varadarajan 
Research on Corporate Diversification: A Synthesis 
Vol. 10, No. 6, November-December 1989, 523-551 


Diversification has emerged as a central topic of 
research in strategic management. Although this topic 
has been widely and intensively studied by scholars 
from other areas such as industrial organization eco- 
nomics, financial economics, organization theory, and 
marketing, a synthesis of these diverse streams of 
research is lacking. This paper attempts such a synthe- 
sis with a view to fostering further strategic manage- 
ment research in this area by taking a 
multi-disciplinary perspective on diversification. A 
wide-ranging search of the literature led to the devel- 
opment of an overarching research framework that 
facilitates the classification of a vast body of litera- 





ture. Proceeding from the framework, a critique of the 
literature is performed with a particular emphasis on 
studies by strategic management researchers. Five key 
conceptual and methodological problems are identi- 
fied and discussed. Suggestions are offered for future 
research on diversification. 


Ramanujam, Vasudevan and N. Venkatraman 


Planning System Characteristics and Planning 
Effectiveness 


Vol. 8, No. 5, September-October 1987, 453-468 


The nature of the multivariate relationship between six 
characteristics of planning systems and three different 
conceptualizations of planning effectiveness is exam- 
ined using canonical correlation analysis. The analysis 
indicates that the organizational context of planning— 
captured here by two key characteristics—tesistance to 
planning and resources provided for planning—is the 
dominant impact on planning system effectiveness, 
broadly construed. While individual design elements of 
the planning system such as use of techniques and 
external orientation do influence effectiveness, the 
contextual dimensions appear to be overriding. 
Implications for further research on planning systems 
and directions for future extensions of this study are 
discussed. 


Ramaprasad, Arkalgud and Eric Poon 


A Computerized Interactive Technique for Mapping 
Influence Diagrams (MIND) 


Vol. 6, No. 4, October-December 1985, 377-392 


A computerized interactive technique for mapping 
influence diagrams is presented. The technique can be 
used to elicit influence diagrams for large, complex 
business policy and planning problems, to map the dia- 
grams, to encode more information in the diagrams 
than is possible with traditional techniques, and to do 
so systematically and efficiently. The technique can 
reduce the cognitive strain associated with mapping 
influence diagrams. At the same time it can improve 
the efficiency of interpretation and use of the diagrams. 


Reed, Richard and George A. Luffman 
Diversification: The Growing Confusion 
Vol. 7, No. 1, January-February 1986, 29-35 


Over the years the concepts of diversification have 












been simplified and a system of shorthand has devel- 
oped for discussing the issues surrounding the strategy. 
Because of this a confusion in terminology has devel- 
oped and sight of the fundamental principles involved 
has been lost within the vagaries of fashion. Selection 
of a particular strategy ought to be based on the clear 
identification of the benefits that the strategy will offer. 
Those benefits should be used to help solve specific 
problems. Only by returning to this type of thinking 
can the legitimacy of diversification be revived and 
the alternating acclamation and denunciation of the 
strategy be overcome. 


Reid, David M. 
Operationalizing Strategic Planning 
Vol. 10, No. 6, November-December 1989, 553-567 


This article reports on a study which had the purpose of 
probing the reality of strategic planning, of highlight- 
ing some of its shortcomings then contrasting that real- 
ity with the literature-based constructs which are taught 
in business schools worldwide. In this way it is shown 
that the benefits of strategic planning are not realized 
unless the process is totally integrated with current 
operations. This study shows that only rarely is strate- 
gic planning a live process within companies. 
However, to make an improvement is extremely diffi- 
cult because frequently the commitment and energy 
does not exist in companies. As a result, many compa- 
nies are failing to benefit from their st-ategic planning 
efforts and are thus failing to establish appropriate 
long-term corporate positionings. 


Rhyne, Lawrence, C. 


The Relationship of Information Usage Characteristics 
to Planning System Sophistication: an Empirical 
Examination 


Vol. 6, No. 4, October-December 1985, 319-337 


The relationship between corporate-level planning and 
information systems was examined empirically. A con- 
tinuum of planning system sophistication was con- 
structed based on the level of openness to outside 
influences combined with the planning horizon. 
Future-oriented, external and environmental types of 
information were found to be strongly correlated with 
increased planning sophistication. The impact of envi- 
ronmental turbulence (complexity-volatility) on plan- 
ning systems also was examined. Complexity was 
strongly correlated with planning sophistication, 
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whereas no relationship was found between volatility 
and planning sophistication. 


Rhyne, Lawrence C. 


The Relationship of Strategic Planning to Financial 
Performance 


Vol. 7, No. 5, September-October 1986, 423-436 


The relationship between financial performance and 
characteristics of corporate planning systems was 
investigated. Planning systems that combined an exter- 
nal focus with a long-term perspective were found to 
be associated with superior 10-year total return to 
stockholders. A lagged relationship between such sys- 
tems and 4-year average annual returns to investors 
also was identified. 


Rind, Kenneth W. 


The Role of Venture Capital in Corporate 
Development 


Vol. 2, No. 2, April-June 1981, 169-180 


Many corporations have now discovered the value of a 
venture capital programme as an aid to the corporate 
development function. The article describes the ven- 
ture capital business, reviews its history, and indicates 
the reasons for the resurgence of interest in corporate 
venturing. The problems of direct venture capital 
investment by corporations are enumerated and the 
trend towards investment in outside venture capital 
partnerships is explained. The conclusion drawn is 
that, whereas venture capital is a useful tool for corpo- 
rate development, it is difficult to do internally and an 
outside partnership investment can serve as an alterna- 
tive first step or as a supplement. 


Robinson, Richard B., Jr. and John A. Pearce II 


The Impact of Formalized Strategic Planning on 
Financial Performance in Small Organizations 


Vol. 4, No. 3, July-September 1983, 197-207 


The relationship between formality of planning proce- 
dures and financial performance was examined for a 
sample of small U.S. banks. Smali banks without for- 
mal planning systems performed equally with small, 
formal planners. Regardless of formality, each set of 
banks placed equal emphasis on all aspects of strategic 
decision-making except formalized goals and objec- 
tives. Results suggest that managers responsible for 
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strategic planning activity in smaller organizations do 
not appear to benefit from a highly formalized plan- 
ning process, extensive written documentation, or the 
use of mission and goal identification as the beginning 
of a strategic planning process. 


Robinson, Richard B., Jr. and John A. Pearce Il 


Planned Patterns of Strategic Behavior and Their 
Relationship to Business-Unit Performance 


Vol. 9, No. 1, January-February 1988, 43-60 


This study examined the moderating role of planning 
sophistication on the strategy—performance relation- 
ship in 97 manufacturing firms representing 60 differ- 
ent industries. Cluster analysis was used to group the 
firms according to their strategic orientation. Five 
groups emerged. Significant differences in perfor- 
mance across selected groups were found establishing 
a ‘baseline’ strategy-performance _ relationship. 
Strategic orientations emphasizing product innovation 
or those incorporating ‘efficiency’ and ‘differentiation’ 
patterns of strategic behavior were associated with sig- 
nificantly higher performance levels than two other 
groups. The nature of each firm’s planning process 
was then introduced via a two-way ANOVA proce- 
dure to determine if “process sophistication’ was found 
to significantly moderate the previously established 
strategy-performance baseline. 


Rosenberg, Richard D. 


Business and National Priorities for Industrial 
Development: Intersectoral Consensus in Israel 


Vol. 4, No. 1, January-March 1983, 67-78 


This study describes a survey of experts chosen from 
Industry, Labour, and Government in Israel, who 
ranked and scored three business and four national 
goals in the context of industrial development. The 
business goals represented profitability, capital use and 
growth potential. The national goals involved human 
resource utilization, added value, foreign exchange 
conservation, and export of technologically advanced 
products. The findings support a hypothesis of con- 
sensus on goals and goal priorities between different 
sectors of the Israel economy, despite what might 
appear to be their divergent special interests. The find- 
ings also indicate overall consensus with respect to a 
balance between business and national goals. The 
study concludes that this consensus is the result of the 





need to respond to environmental threats and uncer- 
tainties which has created a sense of mutual interde- 
pendence among the sectors. 


Ruekert, Robert W. and Orville C. Walker 


Interactions Between Marketing and R&D Departments 
in Implementing Different Business Strategies 


Vol. 8, No. 3, May-June 1987, 233-248 


This paper examines how interactions between mar- 
keting and research and development personnel vary 
across business units pursuing different strategies. 
Based on the Miles and Snow typology of strategy, 
several propositions concerning the extent of interde- 
partmentai conflict, the structures used to manage and 
resolve such conflicts, and the perceived effectiveness 
of the interaction between marketing and R&D are 
developed. These propositions are empirically tested in 
a study of marketing personnel from three divisions of 
a large Fortune 500 company. The results of this pre- 
liminary test indicate that conflict between the two 
departments is greatest under a prospector business 
unit strategy. The degree of formalization and the use 
of different forms of conflict resolution mechanisms 
only partially conformed to the predictions of Miles 
and Snow, but were strongly linked to respondents’ 
assessment of the effectiveness of relations between 
the two functional areas. 


Rumelt, Richard P. 
Diversification Strategy and Profitability 
Vol. 3, No. 4, October-December 1982, 359-369 


Prior work has shown an association between diversi- 
fication strategy and profitability. This paper replicates 
that association using more recent and complete data 
and goes on to investigate the sources of the associa- 
tion. Theoretical arguments are advanced which pre- 
dict the association which will remain once the effects 
of varying industry profitability are removed. 
Empirical tests verify this prediction and permit the 
discrimination between the effects of industry and 
diversification strategy on profitability. 


Sandberg, Carl M., Wilbur G. Lewellen and 
Kenneth L. Stanley 


Financial Strategy: Planning and Managing the 
Corporate Leverage Position 


Vol. 8, No. 1, January-February, 1987, 15-24 








Among the important elements of a company’s strate- 
gic plan is its decision about the degree of financial 
leverage it elects to imbed in its capital structure. A 
simple operational framework that can assist in fram- 
ing that decision, which concentrates on the likelihood 
of being unable to meet fixed financial charges, is pre- 
sented. The model is tested empirically, and support 
for its potential usefulness in the financial planning 
process is found. 


Saunders, Charles B. and John Clair Thompson 


A Survey of the Current State of Business Policy 
Research 


Vol. 1, No. 2, April-June 1980, 119-130 


This paper is an analysis and evaluation of a cross- 
section of current research in the policy area. The 
data used as representative of current policy research 
are the 51 papers submitted for possible presentation 
at the 1979 Business Policy and Planning Division 
Meeting in Atlanta, and the evaluations of these 
papers by blind reviewers. The areas covered by the 
papers are compared to the recommendations found 
in Schendel and Hofer (1979). The research method- 
ologies used are also enumerated. The quality of the 
papers, as perceived by the blind reviewers, is pre- 
sented by category—conceptual, empirical, and 
teaching. 


Schendel, Dan, Igor Ansoff and Derek Channon 
Statement of Editorial Policy 
Vol. 1, No. 1, January-March 1980, 1-5 


Systematic strategic management is a recent and still 
developing concern of both practitioners and students 
of management. It is necessary, therefore, to define in 
this first issue of Strategic Management Journal (SM3J) 
both the limits and the contents of the subject which 
will be welcomed to its pages. Since we hope to attract 
our readers and contributors from both practice and 
academia, it is appropriate to describe strategic man- 
agement from their respective viewpoints. 


Schendel, Dan and D. C. Channon 
Comment From the Editors 
Vol. 7, No. 1, January-February 1986, 1-2 


Editor’s comment on inaugurating Vol. 7, six issues in 
length. 
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Schendel, Dan 
Introduction to the Special Issue 
Vol. 9, Special Issue, Summer 1988, 1-2 


No summary given. 


Schendel, Dan 
Introduction to the Second Special Issue 
Vol. 10, Special Issue, Summer 1989, 1-3 


No summary given. 


Schweiger, David M. and Phyllis A. Finger 


The Comparative Effectiveness of Dialectical Inquiry 
and Devil’s Advocacy: The Impact of Task Biases on 
Previous Research Findings 


Vol. 5, No. 4, October-December 1984, 335-350 


Considerable debate has recently emerged concerning 
the comparative effectiveness of two methods of 
inquiry recommended for use in strategic decision 
making: dialectical inquiry (DI) and devil’s advocacy 
(DA). Much of the comparative research surrounding 
this debate has made use of the Multiple Cue 
Probability Learning Paradigm (MCPLP). The equivo- 
cal nature of previous research findings using this 
paradigm and others, along with results from the pre- 
sent research indicating potential order of presentation 
effects, raises serious questions concerning previous 
operationalizations of these two methods. 


Schweiger, David M. and William R. Sandberg 


The Utilization of Individual Capabilities in Group 
Approaches to Strategic Decision-Making 


Vol. 10, No. 1, January-February 1988, 31-43 


Previous research has found that groups using dialecti- 
cal inquiry (DI) or devil’s advocacy (DA) make better 
strategic decisions than groups using a consensus (C) 
approach. This paper explains those findings by using 
new data to show that the DI and DA approaches make 
better use of the capabilities of individual group mem- 
bers. Specifically, the DI and DA groups yielded sig- 
nificantly higher quality recommendations and 
assumptions than the average of the individuals in the 
respective groups, whereas the C groups did not. 
Moreover, the recommendations and assumptions of 
the DI groups and the recommendations of the DA 
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groups significantly exceeded those of the best indi- 
vidual in the respective groups. There were no signifi- 
cant differences for the C groups. 


Schwenk, Charles R. 


Why Sacrifice Rigor for Relevance? A Proposal for 
Combining Laboratory and Field Research in Strategic 
Management 


Vol. 3, No. 3, July-September 1982, 213-225 


Two of the most common objections to laboratory 
research in strategic management are presented and 
critically evaluated. Commonly accepted normative 
models of the research process in strategic manage- 
ment are based on the assumption that field research is 
appropriate in an emerging field and that laboratory 
research is only appropriate after sufficient field 
research has been done. The alternative normative 
model for research in strategic management presented 
in this paper involves the simultaneous use of labora- 
tory and field methodologies. 


Schwenk, Charles R. 


Dialectical Inquiry in Strategic Decision-Making: A 
Comment on the Continuing Debate 


Vol. 3, No. 4, October-December 1982, 371-373 


No summary given. 


Schwenk, Charles R. 


Cognitive Simplification Processes in Strategic 
Decision-making 


Vol. 5, No. 2, April-June 1984, 111-128 


Strategic decision-making can be viewed as a special 
kind of decision-making under uncertainty. Such 
decision-making involves the activities of goal for- 
mulation, problem identification, alternatives genera- 
tion, and evaluation/selection. Researchers in 
cognitive psychology and behavioral decision theory 
have identified a number of cognitive simplification 
processes which may affect the way decision-makers 
perform these tasks. Within this paper, the research 
on these processes is summarized and their possible 
effects on strategic decision-making are discussed. 
Implications for future research in this area are also 
drawn. 





Schwenk, Charles R. 


A Meta-Analysis on the Comparative Effectiveness of 
Devil’s Advocacy and Dialectical Inquiry 


Vol. 10, No. 3, May-June 1989, 303-306 


The use of meta-analysis allows us to draw stronger 
inferences from past research than are possible from 
traditional literature. In this paper the general purpose 
of meta-analysis is discussed, and it is used to resolve a 
dispute regarding a collection of studies in strategic 
management dealing with devil’s advocacy and dialec- 
tical inquiry. The use of meta-analysis leads to differ- 
ent conclusions from those drawn in an earlier review 
of these studies. At the end of the paper the limitations 
and potential uses of meta-analysis in strategic man- 
agement are discussed. 


Seeger, John A. 
Reversing the Images of BCG’s Growth/Share Matrix 
Vol. 5, No. 1, January-March 1984, 93-97 


Although much criticized in the business press and no 
longer featured ‘as a leading product by the Boston 
Consulting Group, the cows, dogs, stars and question 
marks of the growth/share matrix have become part of 
the language of business strategy. Their images are pow- 
erful, as are the oversimplified prescriptions for action 
which students and managers may attach to the images: 
we should kick the dogs, cloister the cows, and throw 
our money at the stars. To avoid those oversimplifica- 
tions, we must remember that the dogs may be friendly, 
the cows may need a bull now and then to remain pro- 
ductive, and the stars may have burned themselves out. 


Segev, Eli 


Strategy, Strategy-Making, and Performance in a 
Business Game 


Vol. 8, No. 6, November-December 1987, 565-577 


In a recent study, Segev (1987) examined the relation- 
ships among strategy, strategy-making and perfor- 
mance, focusing on the connection between two 
important typologies: Miles and Snow’s (1978) con- 
cept of strategic types and Mintzberg’s (1973) concept 
of strategy-making modes. The findings of that study 
clearly indicated links between the two, and partially 
supported propositions asserting the effects of the strat- 
egy/strategy-making fit on organizational performance. 
In the current study a business game served as the vehi- 
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cle for examining this tripartite relationship. The two 
typologies were applied to the ‘firms’ in the game, and 
then an inquiry was made into the relationships 
between them. An hypothesis regarding the effect of fit 
on performance was tested, and the findings compared 
with previously reported empirical results. 


Segev, Eli 


A Systematic Comparative Analysis and Synthesis of 
Two Business-Level Strategic Typologies 


Vol. 10, No. 5, September-October 1989, 487-505 


Two important business-level strategic typologies were 
systematically evaluated, analyzed and compared in 
this study. Porter’s Overall Cost Leadership, 
Differentiation, Focus, and ‘Stuck in the Middle’ 
generic competitive strategies, and Miles and Snow’s 
Defender, Analyzer, and Reactor types of organiza- 
tional adaptation. On the basis of strategic theory, and 
following a pilot study, 31 strategic variables were 
evaluated by judges on a seven-point maximum-mini- 
mum scale, for each strategy, within its typology. 
Analysis of variances and concordance among judges 
regarding the ranking of the strategies on each variable 
were examined, and a strategic profile was built for 
each strategy. Proximities between strategies of the 
two typologies were analyzed using monoton- 
ic multidimensional scaling. The analysis indicated 
similarities and differences between the two typolo- 
gies. A synthesis of the two typologies is suggested 
along two dimensions: internal consistency of the strat- 
egy, and level of proactiveness. 


Sexty, Robert W. 


Autonomy Strategies of Government Owned Business 
Corporations in Canada 


Vol. 1, No. 4, October-December 1980, 371-384 


State-owned enterprises, referred to as ‘government 
owned business corporations’ in this paper, are a com- 
mon phenomenon in Canada, are increasing in number, 
and are contributing substantially to the economy. The 
environment for these corporations is examined to 
establish the principal components and to identify two 
dominating trends in public policy, privatization and 
commercialization. The paper suggests that these 
trends, plus management’s desire for flexibility, are 
resulting in the formulation of autonomy strategies 
designed to increase management’s decision making 
capability relating to operating and strategic manage- 
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ment with less government interference. A final section 
integrates the environment and autonomy strategies 
discussions to develop a typology for classifying the 
behaviour of government owned business corporations. 
The paper concludes that managers of government 
owned business corporations in Canada are formulat- 
ing and implementing autonomy strategies because of 
environmental factors, public policies, and manage- 
ment’s desire for independence. 


Shelton, Lois M. 


Strategic Business Fits and Corporate Acquisition: 
Empirical Evidence 


Vol. 9, No. 3, May-June 1988, 279-287 


A sample of 218 mergers made by randomly selected 
bidders during 1962 to 1983 is classified by changes in 
the product market opportunities of the bidder firms. 
Multivariate regression analysis shows that acquisi- 
tions which permit the bidder access to new but related 
markets create the most value with the least variance. 


Shortell, Stephen M. and Edward J. Zajac 


Internal Corporate Joint Ventures: Development 
Processes and Performance Outcomes 


Vol. 9, No. 6, November-December 1988, 527-542 


Joint venture activity and internal corporate venturing 
represent two administrative innovations receiving 
increased attention in strategic management research. 
This study investigates a new hybrid form of adminis- 
trative innovation: internal corporate joint ventures, 
which combine the equity involvement typically found 
in joint ventures with the internal staffing of a semiau- 
tonomous unit typical of internal corporate ventures. 
Drawing on both a process model and a variance 
model, the structuring, development and performance 
of 53 such ventures in an industry-specific setting is 
examined. 


Shrivastava, Paul 


Rigor and Practical Usefulness of Research in Strategic 
Management 


Vol. 8, No. 1, January-February 1987, 77-92 


This paper examines the rigor and usefulness of 
research programs in strategic management. Using a 
facet analysis technique, 23 research programs are 
examined on eight criteria reflecting their relative rigor 
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and usefulness. Results show that this field has empha- 
sized the practical usefulness of research results. Some 
research that is rigorous and has practic il usefulness 
also exists in the field. Suggestions for geierating more 
such research are discussed. 


Shrivastava, Paul and John H. Grant 


Empirically Derived Models of Strategic Decision- 
making Processes 


Vol. 6, No. 2, April-June 1985, 97-113 


This paper reports on an empirical study of strategic 
decision-making processes and organizational learn- 
ing in 32 business organizations facing complex envi- 
ronments. The decision processes were found to vary 
in four prototypical patterns described here as the 
strategic decision-making models. These models are 
proposed as an initial step towards the development of 
a taxonomy of strategic decision processes. The rela- 
tionships between strategic decision-making models 
and organizational learning systems that support them 
are explored. These models may help researchers to 
conceptualize and practitioners to manage strategy for- 
mulation processes in organizations. 


Shrivastava, Paul and Sidney Nachman 
Strategic Leadership Patterns 
Vol. 10, Special Issue, Summer 1989, 51-66 


This paper examines the phenomenon of strategic lead- 
ership of organizations, and presents a taxonomy 
through which it can be studied. The taxonomy is 
developed empirically using data from 27 business 
cases. Four strategic leadership patterns are identified 
through facet analysis using the smallest space analysis 
technique. These patterns labeled, a) entrepreneurial, 
- b) bureaucratic, c) political, and d) professional are 
discussed. Suggestions for the development of top 
management teams, decision making support systems, 
and further development of the taxonomy are made. 


Silhan, Peter A. and Howard Thomas 


Using Simulated Mergers to Evaluate Corporate 
Diversification Strategies 


Vol. 7, No. 6, November-December 1986, 523-534 


This study suggests that simulated mergers can be used 
to help evaluate the effects of diversification on corpo- 
rate performance. The results, which are consistent 





with a risk-reduction motive for conglomerate diversi- 
fication, imply that conglomerate strategies focused on 
fewer and larger units may be advantageous in terms of 
certain measures of risk and return. Forecast error is 
used here to measure strategic risk, and return on equi- 
ty is used to measure return. 


Singh, Harbir and Farid Harianto 


Top Management Tenure, Corporate Ownership 
Structure and the Magnitude of Golden Parachutes 


Vol. 10, Special Issue, Summer 1989, 143-156 


This study investigates top management tenure, corpo- 
rate ownership structure and board composition as pre- 
dictors of different aspects of golden parachute 
magnitude: size and the number of executives covered. 
We found that golden parachute contracts involve high- 
er levels of payment (in years’ compensation) when top 
management is longer-tenured, both in absolute number 
as well as relative to directors. Golden parachutes are 
found to extend to fewer executives when non-manage- 
ment-owned blocks of stock are highly concentrated and 
when the level of management-owned stock is relative- 
ly iow. The research points to the importance of exam- 
ining ownership structure, board subcommittee 
composition and top executive tenure when research- 
ing decisions made by corporate boards. 


Singh, Harbir and Cynthia A. Montgomery 


Corporate Acquisition Strategies and Economic 
Performance 


Vol. 8, No. 4, July-August, 1987, 377-386 


This research investigates the conceptual argument that 
acquisitions which are related in product/market or 
technological terms create higher value than unrelated 
acquisitions. Related acquisitions are found to have 
greater total dollar gains than unrelated acquisitions. 
Acquired firms in related acquisitions have substan- 
tially higher gains than acquired firms in unrelated 
acquisitions. These findings indicate that related target 
firms benefit more from acquisition than unrelated tar- 
get firms. Implications of these findings for managers 
are discussed. 


Smart, Carolyne and Ilan Vertinsky 


Strategy and the Environment: A Study of Corporate 
Responses to Crises 


Vol. 5, No. 3, July-September 1984, 199-213 











This paper describes an empirical study that examines 
the relationship between the type of external environ- 
ment in which a firm operates and the repertoire of 
strategic responses the firm develops to cope with 
crises. The findings suggest that an executive’s propen- 
sity to adopt a particular strategic posture depends on 
his perceptions of how well his firm can control its 
environment and on the costs of introducing change 
into the organization. 


Smith, Clayton G. and Arnold C. Cooper 


Established Companies Diversifying into Young 
Industries: A Comparison of Firms with Different 
Levels of Performance 


Vol. 9, No. 2, March-April 1988, 111-121 


Differences in performance among established firms 
diversifying into young industries were investigated, 
with hypotheses concerning 11 ‘corporate level’ strate- 
gic and organizational variables being examined. 
Performance was found to be associated with firm size 
and financial strength, time of entry, and the maturity 
of the firm’s markets. The importance of several vari- 
ables examined also appears to change as an industry 
evolves. 


Smith, Ken G. and Curtis M. Grimm 


Environmental Variation, Strategic Change and Firm 
Performance: A Study of Railroad Deregulation 


Vol. 8, No. 4, July-August 1987, 363-376 


Concepts from the literature on the relationship 
between environmental variation and strategic change 
are used to analyze the effects of deregulation on 
strategic management in the railroad industry. 
Specific hypotheses are presented about the impact of 
regulation and change in regulation on strategy, 
strategic change and performance. A survey of 
experts identified the strategies of 27 railroads prior 
to and after deregulation. Five different railroad 
strategies and five different kinds of strategic changes 
are identified and described. Results suggest that 
most firms changed their strategies in response to 
environmental variation, and that those that did 
change their strategies out-performed those that did 
not. Among the strategic changes, those involving 
innovation and contingency strategies were found to 
be the most profitable. Other empirical results are 
presented and discussed. 
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Smith, Norman R. and John B. Miner 


Type of Entrepreneur, Type of Firm, and Managerial 
Motivation: Implications for Organizational Life Cycle 
Theory 


Vol. 4, No. 4, October-December 1983, 325-340 


Miner Sentence Completion Scale measures of manage- 
rial motivation for a sample of Oregon entrepreneurs 
were compared with interview data on entrepreneur and 
firm type using a system of differentiation derived from 
the Enterprising Man (Collins, Moore and Unwalla, 
1964) research. Certain relationships between aspects 
of managerial motivation and firm expansion and 
growth were found. In addition, the motivation and firm 
expansion and growth were found. In addition, the over- 
all level of managerial motivation among the 
entrepreneurs relative to corporate managers was found 
to be low, and the previously noted association between 
an opportunistic entrepreneurial type and growth-ori- 
ented firms was confirmed. These findings are discussed 
in the context of organizational life cycle theory with 
special reference to the early stages of transition from 
entrepreneurial to bureaucratic forms and various 
typologies of entrepreneurs. It appears that under certain 
circumstances growth may not require a shift in leader- 
ship style, but that in some important respects 
entrepreneurial and bureaucratic systems are manageri- 
ally distinct. 


Snyder, Neil H. 
What is Planning Anyway?: A Rejoinder 
Vol. 3, No. 3, July-September 1982, 265-267 


No summary given. 


Song, Jae H. 


Diversification Strategies and the Experience of Top 
Executives of Large Firms 


Vol. 3, No. 4, October-December 1982, 377-380 


Prior research by Berg and Pitts has shown that there is a 
difference in the diversification strategies followed by 
major corporations; this strategy depends upon the type 
organizational structure at the corporate level. This 
paper extends research on diversification strategy by 
testing the hypotheses that the skills and competence of 
the incumbent chief executive officer of a major firm are 
associated with its diversification strategy. Using empir- 
ical data spanning the years 1965-1980 for fifty-three 
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major U.S. firms that have diversified and grown, it is 
shown that the background and prior experience of the 
incumbent CEO of each firm is significantly associated 
with the diversification strategy of a firm. This has 
implications for boards of directors in their search for 
and selection of top level corporate executives, as well 
as implications for managers in search of executive jobs. 


Song, Jae H. 


Diversifying Acquisitions and Financial Relationships: 
Testing 1974-1976 Behavior 


Vol. 4, No. 2, April-June 1983, 97-108 


Fifty-four diversifying acquisitions in manufacturing 
and mining industries from 1974 to 1976 are investi- 
gated in terms of sales growth rate, rate of return on 
assets, and current ratio of the acquiring and acquired 
companies. The average characteristics of acquired 
companies, classified by the characteristics of their 
acquiring companies, are compared. Results indicate 
significant structural matches between the acquired 
and acquiring companies to exploit strengths and avoid 
weaknesses in growth, profitability, and liquidity. It 
appears that firms try to balance their business seg- 
ments in terms of product life cycle stages within a 
limit of maintaining proper levels of profit. 


Sousa de Vasconcellos e Sa, Jorge Alberto and 
Donald C. Hambrick 


Key Success Factors: Test of a General Theory in the 
Mature Industrial-Product Sector 


Vol. 10, No. 4, July-August 1989, 367-382 


This study tests the suppositions that (1) industries dif- 
fer in their key success factors, and (2) firms whose 
strengths match those factors will perform well. A 
typology of mature industrial-product industries, clas- 
sified according to their core technology and transac- 
tion complexity, allows very strong prediction of key 
success factors in differing contexts. The ratings of 
key success factors by expert panels in six industries 
were in extremely close agreement with the hypothe- 
ses. Another set of expert panels in the six industries 
provided additional data which strongly indicated that 
firm profitability depends on having strengths that 
match the industry’s particular key success factors. 


Stonich, Paul J. 
Using Rewards in Implementing Strategy 


Vol. 2, No. 4, October-December 1981, 345-352 





Corporations often find it difficult to carry out their 
strategies because they have executive compensation 
systems that measure and reward performance in a 
way that ignores or even frustrates strategic thinking, 
planning, and action. In particular, reward systems 
rarely emphasize the long run adequately, nor are 
they well coordinated with the methods and objec- 
tives of other management systems. This article 
describes three methods that can be used to match 
rewards with accomplishment of strategic goals: the 
weighted-factor method which weights various per- 
formance measurements according to strategic objec- 
tives, the long-term evaluation method, which ties 
compensation to goals achieved over a multiyear peri- 
od, and the strategic funds deferral method which 
varies from the conventional financial accounting 
model for the measurement of performance. The arti- 
cle recommends that all three methods be combined 
into a single system in which the rewards for senior 
managers throughout the company are determined by 
the three methods in different proportions according 
to those factors that constitute successful performance 
in their positions. 


Strebel, Paul J. 
The Stock Market and Competitive Analysis 
Vol. 4, No. 3, July-September 1983, 279-291 


A method is presented for analysing the stock mar- 
ket’s implicit assessment of relative strategic position 
in an industry. The market’s overall perception of 
straiegic position is obtained by comparing the value of 
future growth potential to that of the existing earnings 
stream for each company. More detail is extracted by 
using the quality and quantity of future growth, implic- 
it in the relative value of future growth, as a measure of 
competitive position and product market outlook 
respectively. The method is applied to a sample of 
firms from the computer and data processing industry. 


Strebel, Paul 


Organizing for Innovation Over an Industry Cycle 
Vol. 8, No. 2, March-April, 1987, 117-124 


The basic hypothesis in this paper is that a gap tends to 
develop over an industry’s evolution between potential 
innovators in a company and the organizational main- 
stream. The innovative gap is a function of the type of 
innovation needed for longer-run survival and the dis- 
position of the mainstream organization towards inno- 
vation. This hypothesis is used to predict which of four 











popular organizations for innovation is most suited to 
each stage of an idealized industry’s evolution. The 
predicted organization set is discussed in terms of well- 
known cases, and tested in an exploratory manner 
using executive survey data. 


Sturdivant, Frederick D., James L. Ginter and Alan 
G. Sawyer 


Manager’s Conservatism and Corporate Performance 
Vol. 6, No. 1, January-March 1985, 17-38 


This article argues that conservatism as a personal 
value among senior managers significantly affects cor- 
porate performance. A scale to measure conservatism 
was developed and its measurement properties were 
tested on several hundred executives. Empirical results 
were consistent with the hypotheses that conservatism 
among senior management teams is negatively associ- 
ated with the firm’s social responsiveness as well as 
certain aspects of financial performance. 


Sussman, Lyle, Penny Ricchio and James Belohlav 


Corporate Speeches as a Source of Corporate Values: 
An Analysis Across Years, Themes, and Industries 


Vol. 4, No. 2, April-June 1983, 187-196 


No summary given. 


Suzuki, Y. 


The Strategy and Structure of Top 100 Japanese 
Industrial Enterprises 1950-1970 


Vol. 1, No. 3, July-September 1980, 265-291 


This paper examines the strategic and structural devel- 
opment of the 100 largest Japanese manufacturing 
enterprises between 1950 and 1970. Unlike other stud- 
ies of Japanese business the author focuses not only on 
some of the key differences between Western and 
Japanese firms such as the emergence of widely diver- 
sified industrial groups, but also on similarities. Using 
the model developed originally by Channon the author 
traces the development of diversification in Japan and 
the emergence of the multidivisional forms of organi- 
zation which as in the West prove to be the major 
strategic and structural forms in Japan by 1970. 


Tang, Ming Je 
An Economic Perspective on Escalating Commitment 


Vol. 9, Special Issue, Summer 1988, 79-92 
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This paper highlights the significance of escalating 
commitment to strategy formulation, briefly examines 
behavioral explanations of escalating commitment to a 
losing course of action, and finally proposes an eco- 
nomic theory of the escalating commitment phe- 
nomenon. An example of escalating commitment to 
an outdated technology is presented. It is shown math- 
ematically that there are economic justifications for 
escalating commitment to a failing strategy. Strategic 
implications for the first move advantage and for the 
U.S. steel, auto and semiconductor industries are dis- 
cussed. 


Tellis, Gerald J. 


The Impact of Corporate Size and Strategy on 
Competitive Pricing 


Vol. 10, No. 6, November-December 1989, 569-585 


Larger firms are often hypothesized to have higher 
prices than smaller competitors because of their market 
power or implicit collusion on prices. Advertising is 
often suggested as another cause of price elevation due 
to its ability to differentiate products of equivalent or 
inferior quality. This study examines the effect of these 
and other factors on prices in the major home appliance 
industry. The most interesting result is the strong cor- 
porate effect on prices, which permeates pricing strate- 
gies across categories, models and time. Contrary to 
the hypotheses listed above, larger corporations have 
lower prices, and advertised products are not higher 
priced. Strategic and policy implications are discussed. 


Thietart, R. A. and R. Vivas 


Strategic Intelligence Activity: The Management of 
the Sales Force as a Source of Strategic Information 


Vol. 2, No. 1, January-March 1981, 15-25 


Environmental information is very important to 
strategic management. Human sources are among the 
most commonly used sources of information and 
among them, boundary people, such as salesmen, 
hold a privileged position. One dimension which 
measures the quality of a strategic response is its 
speed of implementation. Recognizing this, to ensure 
a good (fast) strategic response, fast communication 
of information is imperative. This article focuses on 
factors which influence the speed of communication 
of environmental information. It is based on an 
exploratory research which has been carried out on a 
sample of salesmen of an industrial company. 
Management policies regarding the use of the sales 
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force as an efficient source of strategic information 
are proposed in conclusion. 


Thomas, Howard 


Screening Policy Options: An Approach and A Case 
Study Example 


Vol. 3, No. 3, July-September 1982, 227-244 


This paper examines screening procedures in the con- 
text of developing an understanding of, and dialogue 
about, strategic problems. Such a dialogue process is 
seen as providing a ‘thinking structure’ for policy type 
problems. Within this dialogue, many different inputs 
and analyses of assumptions should be reviewed and 
discussed as a prelude to policy choice. A case exam- 
ple drawn from the electronics industry is presented, 
followed by a discussion about the advantages and dis- 
advantages of such approaches. 


Thomas, Howard 


Strategic Decision Analysis: Applied Decision 
Analysis and Its Role in the Strategic Management 
Process 


Vol. 5, No. 2, April-June 1984, 139-156 


This paper examines a role for applied decision analy- 
sis in the strategic management process. It is argued 
that decision analysis should be regarded both as a 
heuristic and a ‘thinking’ algorithm for decision struc- 
turing and problem diagnosis and, in addition, as an 
input to the process of policy dialogue. A policy dia- 
logue paradigm using decision analysis is outlined, in 
which various viewpoints are reconciled by the ques- 
tioning of analyses and assumptions. This dialogue 
paradigm is viewed as being compatible with 
approaches such as strategic assumptions analysis, 
which have been suggested in the literature as an aid 
for the processes of problem finding, formulation and 
solution. 


Thorelli, Hans B. 
Networks: Between Markets and Hierarchies 
Vol. 7, No. 1, January-February 1986, 37-51 


Interorganizational networks generally have been dis- 
cussed in the context of nonprofit agencies. Providing an 
alternative between the open market and the internaliza- 
tion of activity the network potentially may be even 
more important in business. This is especially true in 
international operations and in industrial and services 





marketing. Involving technology transfer, information 
exchange, accounting and finance as well as marketing, 
network management calls for a holistic approach. To 
serve as an engine of growth the network also requires 
strategic planning both at the overall level and in mem- 
ber firms. 


Usdiken, Behliil, Zeynep Sézen and Hayat 
Enbiyaoglu 


Strategies and Boundaries: Subcontracting in 
Construction 


Vol. 9, No. 6, November-December 1988, 633-637 


A central concern in studying organization environ- 
ment relationships has been the issue of how bound- 
aries of organizational activity are defined and altered. 
A specific organizational response that pertains to the 
issue of boundaries is subcontracting. Construction is 
one industry where subcontracting is used extensively. 
Eccles’ (1981a) study shows, however, that there is a 
great variation in the subcontracting practices of con- 
tractors. This paper reports an exploratory study on the 
possible determinants of the extent of subcontracting 
by the construction firm. 


Van Cauwenbergh, Andre and Karel Cool 
Strategic Management in a New Framework 
Vol. 3, No. 3, July-September 1982, 245-264 


The present article is concerned with strategic man- 
agement as a specific field of general management. 
The authors analyse the nature of strategy formation in 
complex organizations and present some tools for 
improving this critical activity. Section 2 sets out with 
a simple terminology and framework for the analysis 
of strategic management. Next, an open-systems view 
is presented for analysing the strategic activity and 
brief literature survey is added to support the concepts 
presented (Section 3). After discussing their own 
model of strategic management in complex organiza- 
tions, the authors proceed to investigate the task of top 
managers in this specific field (Section 4). Finally, the 
concepts presented are confronted with specific man- 
agement modes, drawn from literature reporting on 
German and Japanese business practice (Section 5). 


Varadarajan, Poondi 


The Sustainable Growth Model: A Tool for Evaluating 
the Financial Feasibility of Market Share Strategies 


Vol. 4, No. 4, October-December 1983, 353-367 




















Market share objectives constitute a key element of a 
firm’s corporate strategy. Market share strategy deci- 
sions—to build, maintain, or harvest share—are gener- 
ally based on a careful consideration of the long-term 
and short-term profitability and cash flow implications 
of such decisions. The product sales growth rate and 
capacity expansion implications of share building 
strategies, the sustainability of implied sales growth 
targets and its consistency with the established finan- 
cial policies and objectives of the firm are the subject 
of this report. The sustainable growth model outline 
provides a framework for evaluating the financial fea- 
sibility of sales growth objectives at the strategic busi- 
ness unit level and the firm level, from the standpoint 
of expected return on sales, investment requirements 
per dollar of sales, target capital structure and the div- 
idend policy of the firm. 


Varadarajan, P. Rajan 


A Two-factor Classification of Competitive Strategy 
Variables 


Vol. 6, No. 4, October-December 1985, 357-375 


This paper focuses on the appropriateness of a two-fac- 
tor classification of competitive strategy variables as 
success producers and failure preventers. Theoretical 
frameworks which provide static and quasi-dynamic 
perspectives of the proposed two-factor classification 
are outlined. An empirical exposition of the success 
producing and failure preventing properties of market- 
ing strategy variables is presented using the PIMS data. 
Strategic implications and directions for future 
research are discussed. 


Varaiya, Nikhil, Roger A. Kerin and David Weeks 


The Relationship Between Growth, Profitability, and 
Firm Value 


Vol. 8, No. 5, September-October, 1987, 487-497 


This research examined predictions drawn from value- 
based planning models. Results indicate that prof- 
itability and growth do influence shareholder value in 
the manner predicted; however, the relationships are 
conditional. This study also shows that the market-to- 
book value of equity ratio and Tobin’s q-ratio are the- 
oretically and empirically equivalent measures of value 
creation. 


Volkema, Roger J. 
Problem Formulation as a Purposive Activity 


Vol. 7, No. 3, May-June 1986, 267-279 
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This paper presents a framework for understanding the 
multiple purposes that problem statements can serve 
during the formulation phase of strategic planning. 
Both functional and dysfunctional purposes exist. 
Variables that can help identify dysfunctional purposes 
are discussed. 


Walsh, James P. 


Top Management Turnover Following Mergers and 
Acquisitions 


Vol. 9, No. 2, March-April 1988, 173-183 


Little is known about the effects of a merger or an 
acquisition on an acquired company’s management 
team. This research follows the employment status 
of target companies’ top managers for 5 years from 
the date of acquisition. Results indicate that turnover 
rates in acquired top management teams are signifi- 
cantly higher than ‘normal’ turnover rates, and that 
visible, very senior executives are likely to turn over 
sooner than their less-visible colleagues. Variations in 
top management turnover rates, however, are not 
accounted for by type of acquisition (i.e., related or 
unrelated). 


Walsh, James P. 


Doing a Deal: Merger and Acquisition Negotiations 
and Their Impact upon Target Company Top 
Management Turnover 


Vol. 10, No 4, July-August 1989, 307-322 


This research investigates the effects of merger and 
acquisitions on subsequent target company top man- 
agement turnover. Three attributes of the companies 
and seven attributes of the merger and acquisition 
transactions are examined. The results indicate that the 
primary impact of negotiations is evident in the fourth 
year after a settlement date. When a buyer approaches 
an unrelated company that has been subject to previous 
takeover interest with a merger proposal, and an agree- 
ment is reached, the target’s management team is like- 
ly to experience abnormally high turnover 4 years later. 
Additional research ideas are suggested to help explain 
the sizeable turnover rates in the 3 years immediately 
following a merger or acquisition. 


Weigelt, Keith and Colin Camerer 


Reputation and Corporate Strategy: A Review of 
Recent Theory and Applications 


Vol. 9, No. 5, September-October 1988, 443-454 
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A corporate reputation is a set of attributes ascribed to 
a firm, inferred from the firm’s past actions. While the 
intuition behind reputation-building is hardly new, 
recent research has formalized the concept. We review 
this research and then, using examples, illustrate some 
of the strategic behavioral implications of these formal 
models. 


Weigelt, Keith and Ian MacMillan 
An Interactive Strategic Analysis Framework 
Vol. 9, Special Issue, Summer 1988, 27-40 


A framework is presented that helps managers system- 
atically evaluate strategic alternatives. We empirically 
illustrate how to use the framework, and show how 
changes in beliefs about environmental factors affect 
the payoffs of specified strategic alternatives. 


Wensley, Robin 
PIMS and BCG: New Horizons or False Dawn? 
Vol. 3, No. 2, April-June 1982, 147-158 


Strategic market opportunities arise either because a 
firm is exceptionally well placed competitively or 
because it recognizes the opportunity, on the basis of 
private information, before others. Strategic market 
analysis must reflect these two possible routes to 
attractive opportunities. Both the approaches devel- 
oped by the Strategic Planning Institute (SPI) through 
its Profit Impact of Market Strategy (PIMS) and the 
Boston Consulting Group’s (BCG) growth/share 
matrix fail to reflect the full impact of competitive 
expectations and risk. Analysis of PIMS data should be 
directed more towards generalities of limited direct 
economic significance whereas the BCG approach 
should be used mostly in the context of experience 
curve effects. Neither approach should dominate a full 
analysis of the specific nature and critical ambiguities 
in any strategic option. 


Wernerfelt, Birger 
A Resource-based View of the Firm 
Vol. 5, No. 2, April-June 1984, 171-180 


The paper explores the usefulness of analysing firms 
from the resource side rather than from the product 
side. In analogy to entry barriers and growth-share 
matrices, the concepts of resource position barrier 





and resource-product matrices are suggested. These 
tools are then used to highlight the new strategic 
options which naturally emerge from the resource 
perspective. 


Wernerfelt, Birger and Aneel Karnani 
Competitive Strategy under Uncertainty 
Vol. 8, No. 2, March-April, 1987, 187-194 


Competitive strategy under uncertainty involves a 
trade-off between acting early and acting later after the 
uncertainty is resolved, and another trade-off between 
focusing resources on one scenario and spreading 
resources on several scenarios, thus maintaining flexi- 
bility. This paper analyzes both these trade-offs taking 
into consideration the nature of uncertainty, industry 
economics, intensity of competition, and the position 
of a firm relative to its competitors. 


Westley, Francis and Henry Mintzberg 
Visionary Leadership and Strategic Management 
Vol. 10, Special Issue, Summer 1989, 17-32 


This paper describes the concept of visionary leader- 
ship in anew way, more suitable for strategic manage- 
ment. First, drawing on an account of theatre, it 
presents a model of visionary leadership as drama, and 
interaction of repetition, representation, and assistance. 
Second, considering the experiences of a number of 
visionary leaders, in terms of style, process, content, 
and context, the paper describes various types of 
visionary leadership - the creator, the proselytizer, the 
idealist, the bricoleur, and the diviner. 


Wetherbe, James C. and John R. Montanari 
Zero Based Budgeting in the Planning Process 
Vol. 2, No. 1, January-March 1981, 1-14 


An attempt is made to integrate the zero based bud- 
geting (ZBB) procedure into the firm’s planning pro- 
cess. Previous studies have failed to provide an 
integrative framework for the application of ZBB 
which may account for some of the conflicting results 
obtained in previous ZBB programmes. Next, the 
results of an empirical assessment of the effectiveness 
of the ZBB integrative framework in service oriented 
organizational units are reported. Strong support is 
evident for the ZBB planning framework developed 














here using constituency oriented indicators of effec- 
tiveness. 


Wheelwright, Steven C. 
Manufacturing Strategy: Defining the Missing Link 
Vol. 5, No. 1, January-March 1984, 77-91 


The primary objective of strategy is to develop and 
support a lasting competitive advantage. In manufac- 
turing industries, substantial focus has been given 
during the early eighties to the importance of the 
manufacturing function’s contribution to overall cor- 
porate success, and yet the apparent lack of attention 
(historically) to achieving that potential contribution. 
In this article, characteristics of competitive advan- 
tage in manufacturing firms are described, a general 
framework for relating such advantage to corporate, 
business and functional levels of strategy is given, 
and an approach for pursuing that potential is out- 
lined. 


White, Roderick E. 


Generic Business Strategies, Organizational Context 
and Performance: An Empirical Investigation 


Vol. 7, No. 3, May-June 1986, 217-231 


Some of the common organizational requirements pre- 
scribed for generic business strategies of cost leader- 
ship and differentiation are empirically examined in a 
study consisting of 69 business units. The results sug- 
gest the fit between business unit strategy and the inter- 
nal organization of multi-business companies does 
have an effect upon business unit performance. 


Willard, G. E. and A. C. Cooper 


Survivors of Industry Shake-outs: The Case of the U.S. 
Color Television Set Industry 


Vol. 6, No. 4, October-December 1985, 299-318 


In this article survivors and non-survivors of the 
‘shake-out’ in the U.S. color television set industry are 
compared to determine how and along what dimen- 
sions these two classes of businesses differ. Two types 
of strategy variables are used in 18 hypotheses to probe 
similarities and differences at both the ‘corporate level’ 
and ‘business level’ of strategy. Significant differences 
are found, particularly at the business level. The find- 
ings are consistent with those of previous strategy 
research, but suggest that traditional wisdom regarding 
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size, low costs and market share did not necessarily 
hold in this industry. 


Williams, Jeffrey R. 
Technological Evolution and Competitive Response 
Vol. 4, No. 1, January-March 1983, 55-65 


This paper focuses and extends some emerging views 
on technological evolution and competition. First, 
that over the evolution of many product-market seg- 
ments there is a generalizable pattern, a shift from 
the investment characteristics of product technology 
to those of process technology as the primary focus of 
competition. Eventually, market price falls below 
production costs, not because firms face U-shaped 
cost curves, but because of shifts in demand to the 
innovative form of the product. To this framework is 
added a hypothesis on the evolving risk structure of 
rival investments. The interaction of required and 
realized returns then provides a stopping rule for 
technologically-driven competition which is differ- 
ent from the static case. Because technological 
change within a segment is non-controllable but pre- 
dictable the production functions and organization 
structures of participating firms must change in gen- 
eralizable ways which can be used to predict industry 
structure. For the competing organization, these 
changes require particular kinds of decisions which 
are particularly suited to the level of the organiza- 
tion’s strategic management. 


Williams, Jeffrey R., Betty Lynn Paez and Leonard 
Sanders 


Conglomerates Revisited 
Vol. 9, No. 5, September-October 1988, 403-414 


Recent studies of corporate restructuring have arrived at 
conclusions that are contradictory when applied to con- 
glomerates. Studies, often based only on manufacturing 
firms, argue for and against the benefits of conglomerate 
diversification. This paper reviews the more recent 
developments in this literature. We then construct a 
comprehensive sample of conglomerates that allows us 
to examine changes in conglomerate behavior over the 
period 1975-84 as manifested in acquisition and divesti- 
ture decisions. Our results suggest that conglomerate 
managers are reducing the complexity of the conglom- 
erate enterprise by decreasing the average number of 
businesses managed, and by increasing the degree of 
business-relatedness with the conglomerate enterprise. 
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Wissema, J. G., A. F. Brand and H. W. Van der Pol 


The Incorporation of Management Development in 
Strategic Management 


Vol. 2, No. 4, October-December 1981, 361-377 


In view of the increasing demands on managers and 
the corresponding scarcity of managers of high quality, 
management planning and development begins to 
emerge as one of the most important management tech- 
niques. In this paper, the authors advocate a procedure 
which incorporates the establishment of dynamic func- 
tion profiles (based on the future function require- 
ments) and dynamic manager profiles (based on the 
likely and desired development of the managers). The 
future gap in the quality and quantity of the company’s 
management is found by comparing the two sets of 
profiles. The description of this gap is the basis for 
recruitments and other MPD actions. The procedure is 
closely synchronized with the strategic planning pro- 
cedure and can therefore be considered as part of the 
strategic management concept. Experiences with the 
procedure in a multinational company show that it can 
be successful provided that the system is open to the 
managers and non-bureaucratic. Furthermore, it should 
not affect the normal powers of line managers with 
respect to their team formation. 


Wissema, J. G., H. W. Van der Pol and H. M. 
Messer 


Strategic Management Archetypes 
Vol. 1, No. 1, January-March 1980, 37-47 


In the recruitment of managers it is increasingly neces- 
sary to attune the choice of candidate to the strategy of 
the company or its subsidiary. In this paper—coau- 
thored by specialists in the fields of management 
recruitment and corporate strategy—the authors devel- 
op classifications of strategies and of management 
archetypes. Linking of these classifications leads to an 
approach that can assist both managers-employees and 
managers-employers when filling management vacan- 
cies. In addition, the approach can be used to assist 
management development programmes and to relate 
management planning to strategic planning. 


Woo, Carolyn Y. Y. 


Path Analysis of the Relationship Between Market 
Share, Business-Level Conduct and Risk 


Vol. 8, No. 2, March-April 1987, 149-168 


This study evaluated the impact of market share on 
three measures of business-level risk: ROI variation, 
share instability and the difference between growth in 
price and growth in cost. The analysis also included 
conduct variables which might bear upon these rela- 
tionships. The sample was drawn from the PIMS data 
base and consisted of mature industrial businesses sep- 
arated into three types of market environments. Path 
analysis was employed and yielded partial support for 
the risk-reduction benefits of market share. 


Woo, Carolyn Y. Y. 


Evaluation of the Strategies and Performance of Low 
ROI Market Share Leaders 


Vol. 4, No. 2, April-June 1983, 123-135 


This study examines the strategies of 41 businesses 
which are market share leaders, but have poor perfor- 
mance. Hypotheses are tested relating to market stabil- 
ity and product demand characteristics, as well as 
organizational commitments and competitive strate- 
gies. 


Woo, Carolyn Y. Y. and Arnold C. Cooper 
Strategies of Effective Low Share Businesses 
Vol. 2, No. 3, July-September 1981, 301-318 


Previous research has suggested that low market share 
businesses have dismal prospects. This study exam- 
ines low share businesses which are effective. In par- 
ticular, it examines the product-market choices and 
competitive strategies of effective low share business- 
es, comparing them with two control groups: effective 
high share and ineffective low share businesses. Data 
are drawn from PIMS data bases and hypotheses are 
tested using cluster analysis and discriminant analy- 
sis. Effective low share businesses are found to locate 
in stable rather than protected environments. Their 
competitive strategies are strongly characterized by 
selective focus on specific strengths. 


Wood, D. Robley, Jr. and R. Lawrence LaForge 


Toward the Development of Planning Scale: An 
Example from the Banking Industry 


Vol. 2, No. 2, April-June 1981, 209-216 


The study dealt with the degree of formal planning 
undertaken by the commercial banking industry during 
1969, 1972, 1975 and 1978. The study found that the 
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Guttman scaling method can be used to develop a cor- 
porate planning scale. An outline of the steps in the 
construction of a Guttman planning scale is presented. 
Future research into the relationship between formal 
planning efforts and organizational performance might 
incorporate this approach. 


Wooldridge, Bill and Steven W. Floyd 
Strategic Process Effects on Consensus 
Vol. 10, No. 3, May-June 1989, 295-302 


Strategy research has not shown a consistent relation- 
ship between consensus in the top management team 
and organizational performance. This paper attempts to 
explain these findings by providing a description of 
how the strategic process affects consensus. Synoptic 
and incremental processes are compared in terms of 
their effects on the scope, content, and degree of con- 
sensus. In addition, two dimensions of consensus, 
shared understanding and commitment, are considered. 
Implications for research are addressed. 


Wright, Peter 


MNC-Third World Business Unit Performance: 
Application of Strategic Elements 


Vol. 5, No. 3, July-September 1984, 231-240 


MNC-Third World business undertakings have often 
faced disappointing results. Partly because of this, the 
environmental forces in the developing nations have 
become more constraint-ridden for the operation of 
multinational firms. In this article, proposals are made 
on how the results of business co-operation between 
MNCs and Third World regions may be improved by 
attempting to structure appropriate linkages among 
product/market choices, types of business agreements 
and generic strategy considerations. 


Wright, Peter 
A Refinement of Porter’s Strategies 
Vol. 8, No. 1, January-February 1987, 93-101 


Michael Porter has formulated a set of generic strate- 
gies and addressed them to academicians in the fields 
of economics and strategic management and to top 
managers of businesses. This article suggests several 
refinements to his ideas which may further enhance 
their value to academicians and practitioners. 
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Yao, Dennis A. 


Beyond the Reach of the Invisible Hand: Impediments 
to Economic Activity, Market Failures, and 
Profitability 


Vol. 9, Special Issue, Summer 1988, 59-70 


In this paper it is argued that failures of the competitive 
market are necessary conditions for supranormal prof- 
itability. Three fundamental causes of these market 
failures—production economies and sunk costs, trans- 
actions costs, and imperfect information—are devel- 
oped from the theory of competitive markets and 
discussed in terms of their impact on profitability. The 
identification of these ‘impediments to economic activ- 
ity’ is useful for determining successful strategies to 
exploit market failures. 


Yip, George S. 


Diversification Entry: Internal Development versus 
Acquisition 


Vol. 3, No. 4, October-December 1982, 331-345 


The economic theory of barriers to entry is integrated 
with the corporate strategy concept of relatedness, to 
develop a model of the choice between internal devel- 

opment and acquisition in diversification entry into new 

markets. The model is tested on original data collected 
for this study from PIMS Program participants. These 
original data cover the parent company characteristics, 

entry strategy and entry outcome for 59 entrants into 31 

markets. These entry-related data are merged with exist- 
ing PIMS data on the structure of the entered markets 
and their incumbents. Results of binary regression anal-° 
ysis show that the choice between the two entry modes 
is well explained by measures of barriers and related- 
ness. Higher barriers are more likely to be associated 
with acquisition entry. Greater relatedness is more like- 
ly to be associated with direct entry. 


Young, Murray A. 


Sources of Competitive Data for the Management 
Strategist 


Vol. 10, No. 3, May-June 1989, 285-293 


Timely use of print and electronic information on cor- 
porate and industry performance requires knowing 
where to look, what to expect, and what the limita- 
tions of the data are. This article summarizes the most 
generally available, low-cost sources of information 
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on suppliers, resellers, and competitors. Particular 
attention is paid to sources providing the business 
strategist with insight into actual and potential sources 
of competitive advantage. 


Zajac, Edward J. and Stephen M. Shortell 


Changing Generic Strategies: Likelihood, Direction, 
and Performance Implications 


Vol. 10, No. 5, September-October 1989, 413-430 


This study argues for greater research attention to the 
issue of changing generic strategies over time. The 
study proposes two sources of theoretical tension relat- 
ing to changing strategies: 1) the notion of equally 





viable generic strategies versus particularly appropriate 
strategy/environment combinations, and 2) the relative 
influence of process (ability to change strategies) ver- 
sus content (desire to change strategies) issues. 
Questions relating to these tensions are then examined 
empirically in an industry specific analysis of the like- 
lihood, direction and performance implications of an 
organization’s changing its strategy in response to an 
environmental shift. The findings suggest that changes 
in generic strategy are not rare, and that organizations 
do not perceive generic strategies to be equally viable 
in different environments across time. Performance 
differences were also found across generic strategies, 
but not between firms that changed their strategy ver- 
sus those that did not. 
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